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*simplified unit invoice accounting plan 


SUIAP saves by simplifying. Unnecessary and 
wasteful labor, equipment, supplies and ex- 
penses are eliminated. Charges and credits are 
handled up to 60% faster. No monthly state- 
ments, no postings, no accounting machines. 
Fast credit authorization and automatic, up-to- 
date collection follow-up combine to reduce 
delinquencies and bad-debt write-offs. 


How big a difference SUIAP 
will make to you depends 
on the size and nature of 
your own activity. To learn 
how the installation of 
SUIAP meant a $10,000 an- 
nual savings to one dis- 
tributor write today for 
case history CH781. Ad- 
dress Room 1721, 315 
Fourth Ave., New York 10. 


Remington. Frand. 


DIVISION OF SPERRY RAND CORPORATION 





In- the News 


J.C. HuLxetT, president, Hartford 
fire Insurance Company, Hartford, 
Conn., was reelected president of the 
National Board of Fire Underwriters 
at its 01st annual meeting. 


EpmunD L. GRIMES, president, 
Commercial Credit Company, Balti- 
more, has been appointed a trustee 
of Tax Foundation, New York. 


Harotp J. STEELE, senior vice 
president and manager, First Secur- 
ity Bank, N.A., Salt Lake City, 
Utah, has been elected president of 
the board of trustees of the Salt Lake 
County hospital. 


Georce W. Brown, assistant vice 
president, First National Bank, Fort 
Worth, has been elected president of 
the West Texas District of the Retail 
Credit Executives. 


RusseELL A. SwANEy, vice presi- 
dent, Detroit Branch, Federal Re- 
srve Bank of Chicago, was elected 
president of the Bankers Club of 
Detroit. 


James D. HEFFERNAN, senior vice 
president and trust officer, Lincoln 
National Bank and Trust Company, 
Syracuse, N. Y., has been appointed 
a United States Commissioner of 
Juries. 


Epwarp W. LyMAN, executive vice 
president, United States National 
Bank, Omaha, Nebr., has been ap- 
pointed chairman of the finance com- 
mittee of the mayor’s citywide plan- 
ning committee. 


Cottins FERRIS, vice president, 
Madison (Wis.) Bank & Trust Com- 
pany, has been promoted to brigadier 
general of the Wisconsin Air Na- 


tional Guard. 


Jonn C. Davis III, head of the 
Davis Bros. Inc., Denver, Colo., has 
received the Denver Junior Chamber 
of Commerce distinguished service 
award, as that city’s “outstanding 
young man for 1956.” 


Dr. J. Pattie WERNETTE, professor 
of business administration at the 
University of Michigan, has been 
elected to the board of the Ohio 
Citizens Trust Company, Toledo, O. 
€ is a business and government 
expert and a member of the faculty 
of The Graduate School of Banking. 


Adjuster— 


makes you glad you’re insured by THE HOME! 


Policies may seem “all alike” to you—until you've had 
a fire or other insured loss. 


That’s when you appreciate the services of your Home 
Insurance adjuster. 


When ‘your own agent or broker recommends The Home 
to protect you, he has the adjuster in mind. He knows that 
The Home adijuster’s objective is identical with your own 
—to see that your loss is paid promptly and fairly, with 
the least trouble and inconvenience to you. 


To assure this, even after a catastrophe, The Home Insur- 
ance Company has trained and maintains a special staff 
ready to work 24 hours a day anywhere in the nation to 
speed payment to our policyholders. 


As in most things —you do best when you buy the best! 
See your HOMEtown agent now! 


7 Pe : Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE e AUTOMOBILE «+ MARINE - 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 
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EDITORIA 


Executive Vice-President as 


Our Hectic Pace 


VERYBODY these days is talking about tight money. Money may be 
considered tight when the demand for credit is greater than the supply. 
That sounds simple enough, but when you analyze the reasons for the 

scarcity of supply or the excessive demand you quickly run into complications. 

Few people realize that the heavy cost of government, for example, bears on 
the tight money situation in many ways. First, it takes away earnings you might 
use to help finance yourself or liquidate some debt you may be owing. Secondly, 
it discourages savings and limits the money you can put away because the tax 
exaction is too heavy. Third, it inflates the cost of everything you buy and de- 
values the monetary unit so that its purchasing power deteriorates. Fourth, it 
channels money into new and untried reservoirs where it cannot be so easily 
obtained for productive purposes. 

The banks of the nation have done an outstanding job in supplying the credit 
that bas been needed. At no time in our banking history have they done a better 
job. Despite this, it is a fact that due to regulations, loan limitations, lack of 
deposits, again resulting in part from high taxes, they do not have enough money 
or credit to satisfy every demand. The finest credit risks in the world today could 
not obtain credit in terms of billions of dollars from the banks because they do 
not have it and legally cannot create it. In order to satisfy their customers, banks 
have made great sacrifices in their portfolio of government bonds and have 
experienced losses that will take them several years to recapture through im- 
proved interest rates. 

The scarcity of credit and the consequent tight money can also be traceable 
to the synthetically low interest rates that have prevailed for so long a period 
of time. This put a penalty on savings and a premium on spending. It made it 
difficult for banks to get needed capital. It was not a healthful situation. 


How correct the tight money situation? There is only one sound way, and 
that is to slow down our hectic pace a bit. We may not like to do it and it may 
seem reactionary to suggest it. In the end, however, a bit of breathing spell in our 
spending plans, both public and private, more savings and thrift and a little more 
patience will bring the credit situation into better balance and will do much 
to liquidate the tight money situation. Above all, it will lay a firm foundation 
for a real and not synthetic prosperity. Under these conditions your dollar will 
hold its value and your incentive to save will be increased. 
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THE JULY COVER 


HE new president of the Na- 

tional Association of Credit 
Men, J. Allen Walker, general 
credit manager, Standard Oil 
Company of California, San 
Francisco. 

Mr. Walker’s philosophy of 
credit management is amplified 
in word profile beginning on 
page 14. 


——_— 








Editor’s Mail 


Wide Scope 


“Speaking for myself and the mem- 
bers of the Sioux Falls Credit Men’s 
Association, we want you to know 
how much we prize your magazine 
each month. It has given all of us the 
wide scope of helpful information in 
business affairs.” 

JaMEs G. FINLEY 
Credit Manager, Manchester Biscuit 

Company, Division of United Bis- 

cuit Company of America, and 

President, Sioux Falls (S.D.) As- 


sociation of Credit Men. 


Source of Ideas 


“Have picked up a number of ideas 
from your various articles, One thing 
that does please us all is the close- 
ness it brings us, especially when you 
see a familiar face, such as Vic 
Wright, under the article on Miami 
Beach Credit Congress. Keep up the 
good work.” 

Gioria B. ANSPAUGH 
Branch Credit manager, Raybro Elec- 
tric Supplies Inc., Miami, Florida 


Interesting Article 


“I enjoyed reading the article on 
‘Working Capital’ and I found it 
very interesting.” 

W. C. McNitr 
General Manager of Sales, Clayton 
Mark and Company, Evanston, Ill. 


Strong Editorial Policy 


“Our appreciation for the strong 
editorial policy and excellence of the 
articles in your publication. The in- 
formation and expression of opinion 
fll a definite need in the field of 
credit and finance.” 

Grorcia NOBLE 
Credit Manager, Blake Moffitt & 
Towne, Portland, Ore. 
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Washington 


@ A Bupcer surptus of $1.2 billions for the 
Government’s 1957 fiscal year and a surplus of 
$1.3 billions for the fiscal year we now enter, as 
estimated by the joint Congressional committee 
on internal revenue taxation, failed to bring any 
great whoops of joy from the hard bitten tax- 
payer. A surplus of a little over a billion isn’t 
much these days and was not seen as sufficient 
to allow for any such broad-sweeping tax cuts 
as had once been hoped possible, at least by the 
time 1958 rolled around. 


True, the budget was balanced, and there had 
been some reduction in Federal indebtedness 
from a year ago, but the budget was balanced at 
high altitude—record for any non-wartime year 
—and was foisted upon us by the tremendous 
costs of running the Government. 


Federal indebtedness was cut $6 billions last 
year, in contrast with an increase exceeding $1 
billion the preceding year. Stated another way, 
there was a rise of $28 billions in private and 
public debt combined last year, as against the 
record $49.5 billion increase of 1955, according 
to the Survey of Current Business (May 1957), 
U.S. Department of Commerce. 


The Administration’s $71.8 billion budget for 
fiscal 1958 had been raked over the Congres- 
sional coals all through the 85th Congress’s first 
session, with deep appropriations cuts made here 
and there but later restored in whole or in part, 
also here and there. Anyway, the most ruthless 
paring couldn’t undo the costly commitments 
already made by Congress. On the sidelines, 
most economists agreed that with year-to-year 
population growth and the resultant increase in 
Government services, plus the widely lamented 
but little-ever-done-about-it wage-price spiral in 
industry pushing up the costs of doing anything 
and everything, the outlook for substantial cuts 
in Federal spending was certainly not rosy for 
either near or long-range future. 


All through the first session, ways were sought 
and recommendations submitted for paring Gov- 
ernment costs. Early in the year the National 
Association of Manufacturers itemized proposed 
reductions totaling $8.2 billions, including $214 
billions less for the mutual security program, 
$1.9 billions off the military defense program. 
Some weeks later the United States Chamber of 
Commerce leaped in with somewhat more modest 
proposed reductions—$4.5 billions,—including a 
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$1.5 billion cut for Secretary C. E. Wilson’s de- 
fense department. 

Other goings-on were hearings conducted by 
the joint House-Senate economic subcommittee 
on fiscal policy, which got underway in the first 
week of June. Senator Harry Byrd meanwhile 
had set machinery in motion for his Senate 
finance committee’s hearings on monetary policy. 

In mid-May delegates to the 6lst Annual 
Credit Congress of the National Association of 
Credit Men adopted resolutions citing the in- 
flationary aspects of the Federal budget and of 
the high Government spending levels and urging 
enactment of still pending Hoover Commission 
legislation to eliminate waste in Government serv- 
ices and save the Government (and presumably 
the taxpayer) up to $5 billions annually. (For 
full text of resolutions, see page 37.) 


@ THE PRE-MERGER NOTIFICATION BILL to require 
advance notice on mergers has cleared the House 
judiciary committee. A similar bill was intro- 
duced in the last Congress but failed of passage 
when confronted by business opposition. The 
present bill would require that companies plan- 
ing mergers resulting in total combined assets 
of $10 millions or more must give at least 60 
days notice in advance so that the Justice De- 
partment and the Federal Trade Commission can 
act if the merger would violate antitrust laws. 
The bill would also grant authority to the FTC 
to seek preliminary injunctions against proposed 
mergers. The Justice Department and the FTC, 
however, can waive the 60-day waiting period 
requirement at their discretion. 


@ FLoop INSURANCE legislation was enacted by 
the last Congress, but in view of recent economy 
drives in Washington there are some doubts 
whether it ever will be implemented. This past 
spring the House appropriations committee 
denied the request of the Federal flood damage 
insurance administrator for $14 millions. Sub- 
sequently, however, the Senate granted this mini- 
mum request, which it was told was only suf- 
ficient for the basic hand-to-mouth needs of that 
agency and would not cover flood damage pay- 
ments. The amount of the original request was 
$50 millions. 


@ THE JOINT ATOMIC ENERGY COMMITTEE has 
approved a bill to provide up to $500 millions 





of Government indemnity for third party liabil- 
ity losses caused by atomic reactor accidents in 
excess Of the amount of private insurance the 
reactor is required to carry under ruling of the 
atomic energy commission. A revised bill drafted 
by the atomic energy joint committee is ready 
for introduction. This would provide for licensed 
nuclear installations to carry insurance and make 
Federal funds available to cover losses beyond 
amounts available through private insurance 
channels. 


@ THs POSTAL RATE INCREASE BILL, approved by 
the House post office committee, would increase 
first class letter rates to 4 cents an ounce, post- 
cards 3 cents each, drop letters 3 cents an ounce, 
domestic airmail 7 cents an ounce and airmail 
cards to 5 cents each. Third-class rates, now 2 
cents, would be boosted to 3 cents for the first 
2 ounces and from 11% cents this year on the 
bulk minimum rate for circulars and merchan- 
dise, with an additional 14 cent increase by July 
1, 1959. 

The National Association of Credit Men has 


OFFICIAL TEXTS — of all mobilization 
agency regulations may be had, free of 
charge, by writing the Information Division - 
of the agency involved, Washington 25, D.C. 
THE FEDERAL REGISTER—a Government 
daily publication, which contains full texts 
of all regulations, is available from the 
Superintendent of Documents, also at Wash- 
ington 25, D.C. 


gone on record with Congress that “the basis 
of a sound credit system in the economy is a 
quick exchange of, and ready availability of, 
credit information. The higher cost of such ex- 
change as the proposed increase in postal rates 
would entail, would directly affect the nerve cen- 
ters of Credit.” We have urged that every con- 
sideration be given to means of eliminating the 
costly wastes and duplications still in our postal 
system prior to any consideration of postal in- 
creases, 


@ Two BANKRUPTCY BILLS of interest have re- 
cently had hearings. One (House-passed) permits 
combining where practicable the present 10-day 
notice of the first meeting of creditors with the 
30-day notice of the last day for filing objections 
to the bankrupt’s discharge. This, it is said, 
would save on administrative costs $50,000 to 
$60,000 in postage alone. The second bill would 
give courts of bankruptcy jurisdiction to decide 
whether a provable debt of the bankrupt is dis- 
chargeable or not upon his discharge in bank- 
tuptcy, As matters stand now, creditors claiming 
to hold nondischargeable claims can reopen pro- 
ceedings under state court jurisdiction. Under 
this bill the bankruptcy court would be able to 
enjoin such proceedings. 


@ Ratsinc the ad valorem duty from 25 to 45 
per cent on imported woolen and worsted fabrics 
after 3,500,000 pounds of woolen goods have 
entered the country in any calendar year would 
cause’ uncertainty in the industry, the committee 
for reciprocity information was warned in a brief 
filed with it by the Clothing Manufacturers Asso- 
ciation of the U.S.A. A quarterly quota system, 
the brief said, would only result in confusion 
four times a year instead of once. 


@ America’s abundant farm supplies must be 
used by people who need them, at home and 
abroad, Secretary Benson told the Economic 
Club of New York. Timid and apprehensive 
people who fear the fruits of advancing tech- 
nology, he said, would meet the problems of 
a technological revolution with tools fashioned 
to fight a depression—strict production controls, 
Government domination of the marketing proc- 
ess, heavy involvement of Government in the 
role of decision-making. 

The secretary urged that price supports be 
kept at levels neither discouraging consump- 
tion nor inducing over-production. 

Crawford H. Greenewalt; president of E.I. 
duPont de Nemours, warned that under the 
high taxation system diminishing incentive is 
the most critical long-range problem of business 
today, and, by corollary, of the nation itself. 

Moral. implications in taxing away 90 per 
cent of one man’s earnings, so that another’s tax 
might seem less unpalatable, have not been given 
sufficient attention, Mr. Greenewalt told the econ- 
omists. “We set high standards of achievement, 
yet when the rewards of achievement are won 
we reclaim most of them in the guise of taxation. 
We admire success, but penalize the successful; 
we admire talent, but penalize the talented; 
we admire initiative, yet penalize the initiator.” 


@ Any NEW crop that could be profitably 
grown by America’s farmers would have the 
effect of reducing the acreage now used to 
produce surplus crops,—-and 4 to 5 per cent 
of farm production today is excess that is either 
partly subsidized or thrown away, says the 
Federal commission on increased industrial use 
of agricultural products. 

A new crop in place of grains or cotton 
could “exert a direct preventative effect” and 
if it could be utilized industrially the advant- 
age would be still greater, the commission re- 
ported. It declared there are known crops 
which could help solve the surplus problem. 
It asserted that “no comprehensive effort has 
ever been undertaken to determine by modern 
scientific techniques the chemical, medical and 
industrial values of plant species growing in 
the wild areas of the earth.” 

Congress was asked by the President’s advisory 
commission to set aside $100 millions a year for 
research and subsidy to promote industrial use 
of crops and so help hold down the farm surplus. 
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Credit’s Ties To Sales 


All Adds Up to This: Cooperate for Increased Profit 


A DEFINITE yet flexible and progressive credit policy contributes measurably to the volume of 

profitable business done by a company through its working relations with the sales department, 
top management, customer and public, said K. Calvin Sommer, treasurer, The 
Youngstown Sheet and Tube Company, Youngstown, Ohio, in introducing as mod- 
erator a panel discussion that was a highlight of the 6Ist annual Credit Congress, 
at Miami Beach. 

Among the many valued suggestions from the panelists, whose presentations are 
published in full herewith, were these: 

Sympathetic yet realistic understanding between Credit and Sales is vital to the 
best interests of the company. Top management will welcome policies of a credit 
department whose manager knows the overall operations of the company and can 
delegate responsibility, analyze and evaluate, judge people, cooperate and make 
decisions. 

Constructive credit policy toward customers can be administered only when top 
management, operating the credit department on a budget, and the sales management have complete 
confidence in its judgment and decisions. A properly conceived credit policy stimulates good relation- 


K. C. SOMMER 


ships not only within the company but also with the public. 


Sales and Credit Make Team 
Working toward Common Goal 


PAUL H. POWERS 
Credit Manager 


Seabrook Farms Company 
Seabrook, New Jersey 


Credit Policy in Relation to Sales 


CREDIT MAN’S lot is not a rosy one in any busi- 
ness, but in this rather adolescent but lusty and rapid- 


ly growing frozen food industry of ours, it is more often 
than not very thorny. (Founded at Seabrook Farms in 
1930 by Clarence E. Birdseye and C. F. Seabrook, the in- 
dustry’s production in 1955 totaled 5.75 billion pounds. 
—Kd.) 

In older, long established and therefore more stable 
and predictable fields of endeavor, the normal credit rule- 
of-thumb ratio of “two to one current liquid assets over 
current liabilities” usually governs the extension of 
credit. But in this embryonic, vigorous and sprawling 
industry, wherein many marketers’ capital investments 
and so-called quick assets are as quickly frozen as the 
very products they sell, giving credit where credit is due 
often requires suspension of the simple two-to-one formu- 
la for evaluation of other less apparent but perhaps more 
potentially important considerations. To do this success- 
fully, to consider human capabilities and possibilities, as 
well as monetary assets and liabilities, takes a credit ex- 
ecutive of many talents, broad experience, deeply per- 
ceptive objectivity and sympathetic but realistic under- 
standing. 
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To put it conversely, it takes a man who can place him- 
self in the position of the average or typical wholesale 
frozen food operator of today. John Tully, president of New 
England Frozen Foods of Boston, in a talk on credit and 
financing, facetiously and colorfully described him as a 
composite person having the humor of a Groucho Marx, 
the magical machinations of a Houdini, the wisdom of a 
Solomon, the sentimentality of a Scrooge, the financial 
wizardry of a Rothschild, the truthfulness of a Communist 
negotiator, the righteous indignation of a MacArthur and 
the stoicism of an early Christian martyr. 


The frozen foods industry has become one of the fast- 
est growing major industries and has suffered at times 
from growing pains. Equally true is the growth of the 
executive end of the business, including the sales and 
credit departments. 

Credit policy in relation to sales represents a challenge 
to each in today’s expanding economy, and this is par- 
ticularly true in the frozen food business. 

And how has all this come about? In the case of any 
new product, it is the major task of the sales department 
to sell the product and to create a demand on the part of 
the dealer, wholesaler, and the consuming public. Some 
products have immediate public acceptance while others 
require intensive efforts on the part of the sales depart- 
ment. 


I believe that we of the credit profession acknowledge 
that the sales department of any company bears the major 
responsibility of contributing to either the success or failure 
of the enterprise. I also believe that the credit department 
shares in this responsibility. 


The sales department and the credit department should 
liken themselves unto a team, a team whose efforts and 
goals are welded together in the interest of the company 
and the product they sell. 

The members of the sales team should not look upon 
the credit department as a hurdle to overcome. The credit 
department of today in most industry is or should be 
just as sales-minded as any sales department or salesman 
of the organization. 

(Concluded on page 40) 
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Too Many Reach for Stool 
When Piano Needs Moving 


JAMES F. WELSH 
Vice President and Secretary 


McCormick and Company 
Baltimore, Maryland 





Credit Policy in Relation to Top Management 


OW are the credit department’s operational policy 

and personnel viewed or accepted by top manage- 
ment? Does the department command respect to the same 
degree as other departments of the business? 

It is granted that the credit department today has much 
more acceptance with top management than in previous 
years. I have seen the development from the status of 
occupying part of the time of a bookkeeper to a fully 
accepted executive functioning department. 

"Way back in the teeming ’20’s, when I became credit 
manager for my company, the considered function of the 
credit department was to pass on credit of orders and to 
collect accounts. This was an accepted procedure, not only 
by top management but also by the credit department it- 
self. In those days, I was more of a conformist than | 
am now, and so it was possible to fit quite easily into 
this tried and true pattern, with no thought of venturing 
beyond the confines of my own bailiwick. 


Named to Junior Board of Directors 


In 1932, C. P. McCormick, at 36 years of age (and 
looking back, that seems awfully young) was elected 
president of our company. One of his first official duties 
was to organize a junior board of directors. Fortunately 
for me, I was chosen in this first group. Recently, it was 
necessary for me to check the minutes of the first three 
or four meetings of that board. Nowhere is Welsh men- 
tioned as contributing as much as one single gem of 
wisdom. Why was this? Simply because I was not con- 
versant with other departments’ activities and could offer 
no concrete ideas and suggestions. A decision had to be 
made—either continue to be an isolationist or join. I 
joined! 

Departmental problems were of no interest to the board. 
Supposedly, you solved your own operational difficulties, 
but if these problems related to the business as a whole, 
they beeame most pertinent to the board. Therefore, my 
problem was to take credit matters and policies out of a 


realm of the departmental and make them applicable to 
the business in its entirety. 


It was quite an adventure, seeking new ideas and 
thoughts in the unexplored areas of other departments of 
the business. You get ideas that seem like something out 





of a fairy-tale, apparently requiring the magic wand of a 
Merlin to make it a reality. But, the more you thought of 
these ideas, the more practical and real they became, and 
you devoted your physical and mental efforts to make 
them come true. 


In Contact with Top Management 


It was not easy. It requires thinking beyond your own 
sphere. It involves familiarity with other departments. It 
requires a working knowledge of activities you previously 
ignored. My campaign to be a factor in the junior board 
set-up must have been successful, for 1 was never dropped 
as a member. And, the important factor is that my efforts 
brought me in contact with top management. I was not 
alone in these efforts; the other junior executives were 
doing the same. 

Top management had to be educated to accept us. They 
were skeptical of our decisions and policies simply be- 
cause they didn’t know our abilities, our interest and our 
knowledge. The crossing of departmental boundary lines 
in the developing of a project was looked upon with dis- 
trust, and the feeling prevailed that we would ruin the 
company. Successful terminations of company problems 
changed that feeling. More and more projects were and 
have continued to be given to the younger men for action. 


Advertising One’s Abilities 


It was just a question of advertising services and abil- 
ities, and then coming up with a completed program and 
a definite decision. 

This was not accomplished overnight. It takes time, as 
most worthwhile things do. Too many of us wait for the 
really big opportunity to convince our superiors of the 
worth of ourselves and our departments. All too fre- 
quently, time is wasted in looking for the big opportunity 
without preparing effectively to capture it when it does 
come within reach. We fail to grasp the number of small 
opportunities continually parading by, which would be 
a definite yardstick of our accomplishment. Opportunities 
do not exist in any particular department or industry, but 
within men themselves. 

All of us like to say or think that we want more respon- 


sibility—but, do we? Too many of us are always ready to 
reach for the stool when a piano has to be moved. 


Responsibility is a live, growing attribute—or it is a 
nightmare that makes for ulcers and a psychosomatic 
personality. Few men actually want the burden of re- 
sponsibility, and yet this is the sole manner in which you 
can sell yourself and your department to the top “brass”. 
Do we lean on our superiors or do they lean on us? Who 
is accepted—the man who says, “How shall we do this?”, 
or the executive who states, “This is what I recommend.” 
C. S. Forester has his Lt. Hornblower say in one of his 
famous stories, “I’d rather be in trouble for having done 
something than for not having done anything.” 

A credit department is just like a corporation—it is 
not a living, breathing entity, but the people that operate 
it are. Policies are not made by a credit department, but 
by people. The acceptance of these policies, their value 

(Concluded on page 40) 
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Budget and Quotas Permit 
Best Service to Customers 


G. H. BUSH 
General Credit Manager 


National Distillers Products Corporation 
New York, New York 


Credit Policy in Relation to the Customer 


A T a meeting of several credit managers some time ago, 
an entire afternoon was spent discussing the subject 
of credit policy in relation to the customer. Each credit 
manager tried to explain the procedure he followed in 
connection with certain types of accounts in various 
situations—what he would do and what he would not do 
under the circumstances. After listening for nearly two 
hours to the opinions of these credit executives—whom 
I regarded very highly—I came to the conclusion that 
very few, if any, at that meeting really had a well-defined 


credit policy. 


I have always felt that the credit policy of a company, 
as it relates to the customer, must of necessity be very 
closely coordinated with the credit policy of top man- 
agement. In other words, top management definitely in- 
fluences and actually decides the credit policy that must 
be administered by the credit manager. If top manage- 
ment does not, in some way, establish a credit policy on 
what it considers an intelligent and sound basis, it is quite 
impossible for the credit manager to formulate his own 
credit policy as it relates to the customer. 


It is my firm conviction that top management must re- 
quire that the credit department operate on a budget. If 
the management of a company informs the credit manager 
of the anticipated volume of business to be transacted dur- 
ing the year and then sets up a budget based on these sales 
—allowing for a certain percentage of bad debts, turned- 
down business, and past due indebtedness—the credit man- 
ager then establishes his own credit policy to meet that 
budget. 


In our company we operate on a budget. This budget 
also sets quotas for collections based on the estimated 
sales for a definite period of time. The sales department 
has a quota for sales and the credit department has a 
quota for collections. The sales department puts forth 
every possible effort to make this sales quota, and the 
credit department does likewise to make its collection 
quota, and we cannot offer specious excuses for failing 
to make that quota. 


Ask Quarterly Financial Statements 
Operating under such a credit policy, we can render 
constructive service to our customers from a credit stand- 
point. We must, however, secure the full cooperation of 
our customers when accepting large amounts of credit. 
This cooperation includes the submission of recent bal- 
ance sheets and operating statements, and in most cases 
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we insist that this information be given to us quarterly, 
This involves two selling jobs—one to the sales dept. 
ment and the other to the customer. 

This policy requires clear, straight thinking and in 
many instances strategical planning on the part of each 
credit manager. We have been making considerable 
progress in this direction by discussing the numer us 
methods of approach to customers to secure their (ull 
cooperation. 


_I cite just one example outlining the approach used 
with a customer who was indebted to us for a large 
amount of money. I made an appointment to see the head 
of the company. When I entered his office, the first thing 
he said to me was, “If you have made this trip for the 
purpose of securing figures, you’re wasting your time 
because I am not going to give them to you.” I said, 
“Mr. X, I did not come here for that purpose. I came 
here primarily to meet you personally and to promote 
sales. | do not want to see your statement because I have 
the feeling that the figures are lousy and might influ- 
ence me to restrict or reduce your line of credit.” 

He then seemed very pleasant and we started to dis- 
cuss business generally. I outlined to him some of the 
history of our company. In a few minutes I could see 
by the expression on his face that I was really selling 
my company to him. I could see that his confidence in 
me and my company was increasing tremendously. 

I related to him a few occasions where we had used 
the vehicle of credit constructively for the promotion of 
sales and showed him our company was interested in 
rendering this worthwhile service. 

I told him he didn’t have any concept of what co- 
operation he could receive from our company if we had 
knowledge of the intimate details of his business. It might 
not mean anything, but then again it might be a revela- 
tion to him. 


Helps Customers Set Up Budget 


Before I left his office, 1 had gone over in complete 
detail his recent balance sheet and operating statement 
and was even helping him make up a budget for the next 
six months in his own business. 

He said, “You know, you have helped me solve some 
of the problems with which I have been confronted.” I 
then used a little plagiarism and told him they were not 
really problems but opportunities (a point underscored 
frequently by NACM’s new president, J. Allen Walker, 
in his addresses.—Ed. ). 

I could cite many examples of different methods of 
approach used in operating under a sound, intelligent 
credit policy. I have found, however, that a sound con- 
structive credit policy in relation to our customers cab 
be administered only when top management operates tie 
credit department on a budget and when top management 
and the sales department have complete confidence in ‘ie 
judgment used and the decisions made in the credit le- 
partment. 


Thousands of pennies may make a fortune. 
but no amount of small talk adds up tc 
wisdom. 


—N, A, Rombe 












Public Relations Enhanced 
By a Sound Credit Policy 


C. BRADLEY HARRISON 
Division Credit Manager 
Maxwell House Division 


General Foods Corporation 
Hoboken, New Jersey 





Credit Policy in Relation to the Public 
W ITHIN the title of this subject are two things which 


need definition so that we may have a mutual un- 
derstanding of terms. The first is “credit policy,” and the 
second is “the public”—or public relations. 

To me, “credit policy” is a philosophy of the wide field 
of credit management. While it can be a short statement 
of aim, it should, I believe, preferably be a fairly com- 
prehensive exposition of a company’s entire concept of 
credit management, based on sound practical judgment 
and rooted in ethical principles. It should define the 
areas of credit management’s jurisdiction, explain its 
role in company affairs, set forth objectives and stand- 
ards of behavior. It should be written. It should be cap- 
able of withstanding public scrutiny and if it meets this 
test it will be both fair and ethical. Properly conceived, 
it is an instrument for promoting an understanding of 
how the credit function fits into the role of positive, 
dynamic force in business. 

Public relations are (by dictionary definition, at least) 
“the activities of a corporation, union, government, or 
other organization in building and maintaining sound and 
productive relations with special publics, such as cus- 
tomers, employees, or stockholders, and with the public at 
large, so as to adapt itself to its environment and inter- 
pret itself to society.” 

For most companies, at least so far as their credit man- 
agements are concerned, the public is composed mainly of 
their own customers, to which extent the public and the 
customers are largely synonymous. Therefore, credit 
policies in relation to customers and to the public are also 


largely synonymous, and what may be said about one may 
also be said about the other. 


The direct responsibility for this segment of the public 
is, of course, assigned to the sales department. It is not 
something which is assigned to the credit department as 
such. Nevertheless, credit departments have so many deal- 
ings with customers, especially on matters on which they 
are sensitive, that they are important factors in the de- 
velopment and maintenance of good will. 


Goodwill First Objective 


Communicating constantly with the public by letters, 
telephone calls, and personal visits, the development of 
goodwill which, as we all know, builds sales and profits, 
must always be foremost in our thinking. We must deal 
with customers with firmness but at the same time with 
tact and fairness, a spirit of helpfulness, and an under- 


standing of their problems. When financial problems 
arise, the role of creditmen as financial consultants be- 
comes extremely significant and can cement a relation- 
ship far better than any other single factor. 

The sales departments sell our companies’ products. 
Advertising creates a demand for them. Perhaps credit 
departments do not take orders, nor do we create the 
buying impulse, but we as credit executives can often 
make the way smoother for sales people. We can do this 
by pointing out where buying potential exists, by creating 
it through constructive advice, and by building a -dis- 
position in the customers’ minds to a friendly reception 
for him who does take the order. 


Credit executives in most companies also from time 
to time have dealings with suppliers, the continuity of 
whose contracts may be of considerable importance, and 
with custodians of our companies’ inventories and other 
assets. Through our dealings with these people we are in 
a position to add to or detract from our companies’ repu- 
tations. 


People Deal with Other People 


The people with whom credit management deals may 
be a fairly small segment of the great public, but they, 
too, deal with other people, and attitudes created by the 
credit executive can extend into places not ordinarily 
dreamed of, with an effect on the final profit and loss 
figure, hard to measure but nevertheless there. In many 
industries, such as my own, where the products are con- 
sumer goods, the significance of this factor cannot be 
overstressed. 

.We have not touched on the activities of credit execu- 
tives in public life and community affairs as representatives 
of their companies’ spirit of public-mindedness, for the 
reason that what may be said of creditmen may be said 
of all others, but we should not overlook its value. 


Let me try to pull together credit policy as previously 
defined, and public relations. Credit policy in most com- 
panies is not formed with an eye to the public at large. 
Instead, it is composed with a view to that portion of the 
public which buys the product—that is, the customer. 
Sales are made through the sales department with whom 
credit management must have a close working relation- 
ship, with mutual respect. A “credit policy”, properly 
conceived, helps to produce this respect, and stimulates 
the development of good relationships both in and out 
of the company. 


Credit management to me is really two things. First of 
all it is a constant exercise in sound practical judgment, 
and secondly, it is a science of human relationships. While 
too often we get bogged down in detail, our real work and 
contribution are not in the routine which has to be done 
but in the judgments which are being made constantly 
and in the development of relationships which are so 
essential to the formulation of these decisions. A sound 
credit policy helps public relations, no matter how you 
define it. 





One of the most astute analysts of the human 
race was the chap who invented the eraser. 
—Anonymous 
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By R. M. KNOX 
Director and Credit Manager 


Crow-Burlingame Company 
Little Rock, Arkansas 


J OHN was a friendly person. He 


had grown up in his small, 

semi-rural town and knew most 
‘everyone by first name. He started in 
business with very little money, as 
had most of our customers. He leased 
a building with garage space in the 
rear and filling station in front, 
bought some hand tools and, “pres- 
to,” he was in business. This was back 
in 1936. 


My company has always tried to be 
helpful to new customers. John had 
worked for one of our good auto- 
mobile dealer customers for years. 
Our business relationship with him 
was good, his character excellent, and 
so we had no hesitancy in extending 
him a small line of credit. 


As the business increased, he 
bought additional equipment and 
finally had one of the best equipped 
shops in town, always with more 
work offered him than he could do. 


Like thousands of others who start 
in business on very limited capital, 
John had his problems. Several times 
we found it necessary to place him on 
a cash basis (we don’t like the word 
“C.0.D.”), both for our own protec- 
tion and to keep him from over-ex- 
tending himself. We worked closely 
with him and he always paid out, 
seemingly understanding that we were 
trying to help him. 

As years went by, John’s business 
grew. He accumulated some cash and 
had all the credit he desired. On a 
monthly payment basis he purchased 
the building in which he operated. 


Some of his friends went into the 


ae problem case is solved 


farm machinery business in the mid- 
dle 40’s and made quite a success of 
it, so John set out in the early 50’s 
to find himself a farm machinery 
dealership. 

In order to house the new business 
he purchased on credit the building 
next door to the one he already had, 
mortgaged both of them to the bank 
—and the race was on. As sales mul- 
tiplied he forgot about the business 
that had put him on his feet and de- 
voted his time almost entirely-to farm 
equipment selling. He was a good 
“Joe”, farmers could get anything 
they wanted from him on credit. He 
began to trade for farm lands, cattle, 
old machinery, almost anything, just 
so he made a sale. He bought a mem- 
bership in a hunting and fishing 
lodge, further diverting his time and 
interest from his primary business 
interest. 


Seller, Not Accountant 


John was not an office man, he had 
very little knowledge of bookkeeping 
and accounting, he had not been 
schooled in credits. All he knew was 
to sell—sell—sell. To put it on the 
books was to him as good as cash. 


Came a lean crop year; notes he 
had maturing that fall had to be car- 
ried over for another 12 months. 
Something untoward happened the 
second year, and the old notes had to 
go over for another 12 months, plus 
the notes and accounts receivable for 
the current year. Practically all his 
working capital was tied up in slow 
receivables or uncollectable notes. 


For some unexplained reason he 
began to discount his equipment 
notes with full recourse to the bank 
which held the mortgage on his build- 
ings, although his farm equipment 
manufacturer would have taken the 
original deal and one additional deal 
on the trade-in without recourse. 

John had always been a good 
friend of mine. I have hunted with 
him, fished with him. Before he got 
into financial difficulties he would dis- 
cuss his financial affairs freely, but 
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when the chips were down he would 
give me very little information about 
his affairs. What I learned I dug from 
the court record and from his cred. 
itors and intimate friends. 

I tried to counsel with him. The 
steps I suggested he agreed to, but 
never put into practice. Although | 
was quite certain I knew the answer 
to his problem, it was of such a 
nature I could not advance any sug. 
gestion until he first requested it. | 
offered to go to his city, work. for 
him at least ten days at no expense 
to him for travel, lodging or salary, 
make a complete audit of his busi- 
ness, help him collect his bills. All | 
asked in return was that he give my 
recommendations a trial. I even went 
so far as to tell him he would be broke 
in 12 months if he didn’t let someone 
help him make an analysis of his 
business. 

Eventually he got down to rock 
bottom; the equipment company can- 
celled his contract and picked up all 

(Concluded on page 40) 


IRECTOR and credit man- 
ager of Crow-Burlingame 
Company, Little Rock, Ark., 
which he joined in 1930 as as- 
sistant credit manager, R. M. 
Knox had a background of 12 
years of experience in banking. 
As assistant treasurer of the Ex- 
change Trust Company, practi- 
cally all this period had been 
devoted to loans and collections. 
He was advanced to credit man- 
ager of Crow-Burlingame _ in 
1931. 

Mr. Knox is active in the 
Credit and Interchange Bureau 
of the Little Rock Wholesale 
Credit Association, served as its 
president from 1936 to 1939. 
and for years was a director. 

In the National he has at var- 
ious times been chairman and 
co-chairman of the Automotive 
Industry group and he served on 
the National Nominations Com- 
mittee. 
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Here’s how to pull in the cash—get the “‘slow-pays” 
off your books— without wasting time and money! 
Send today for a Free-Examination copy of the greatest 
group of credit and collection letters ever put between 
the eovers of a single volume. Hach and every one has 
been thoroughly tested and proved successful. Each 
js ready to use “‘as is’’ at once, or adapt to your 
particular needs, Individual letters . . . complete series 
_. . dozens of openings and ‘“‘hooks’’ to vary your 
approach. . . hundreds of time and money-saving 
ideas to keep customer good will and get the money in. 










General Credit Mer., General Foods Corp. 






BUSINESS EXECUTIVE’S 


HANDBOOK 
4th Edition 


12 books in one—1496 pages——put at your 
fingertips the reliable answers to all types of 
problems that come up in your work .. . 
shrewd business facts and guidance that would 
otherwise take years to acquire! Only book of 
its kind helps you make right decisions, step up 
your income, cut costs, save time, build profits. 
Covers all kinds of business mathematics short- 
cuts . . . sales, collection, credit letters . . . 
selling by direct mail . .. advertising .. . 
managing salesmen .. . sales contracts and 
forms .. . office management . . . buying, ship- 
ping, distributing, billing know-how .. . busi- 
ness, financial information sources ... what you 
should know about accounting, investing, in- 
surance, types of business organization .. . 
thousands of money-making do’s and don’t’s 
on successful operation. $9.50 
























SUCCESSFUL 
EXECUTIVE ACTION 
By Edward C. Schieh 


If you run or help run a business or someday 
hope to, here’s how NOT to fall into the com- 
mon executive trap—overwork! Have more time 
for yourself, for thinking, planning, leadership. 
By actual example, you see what an adminis- 
trative problem was, how it was solved, what 
results were obtained to maintain a smooth- 
running, active, more profitable operation. 
Specific situations demonstrate how to set up 
goals, delegate responsibility, use the startling 
“Rule of Error,’”’ make each man accountable, 
get conference ACTION, apply key controls, im- 
prove supervision, bring out a man’s full skill, 
cut paper work, get more profitable results, avoid 
being swamped with details. Use the down-to- 
earth methods in this book to get more progress, 
more enjoyment out of your business and per- 
sonal life. $10.00 
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Send NO MONEY 


Check off the books on the 
coupon on the right. Books will 
be sent for 10 days’ FREE 
examination. Remember, all 
purchases are tax deductible. 







PRENTICE-HALL, INC. 
Dept. 5130-J1 
Englewood Cliffs, New Jersey 


Please send me, for 10 days’ FREE examination 
- a oe eo at the right. ven 10 cm, 
Will either send you my payment covering 
prices listed, plus a few cents postage, or return the [J Accounting R 
books to you and owe nothing. 


| 
| 

| 

| 

| 

| 

| NAME ..... 
| 
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SAVE MONEY! Send your payment with this coupon, 
and we will pay postage. Same return privilege, 
money-back guarantee. 






TAKE YOUR PICK 


of any or all of these top business guides 


500 Collection Letters That Bring In The Money 
Ready-to-use for Quick Results 


COMPLETE CREDIT & COLLECTION LETTER BOOK 


by John D. Little 


Contents include a simple collection ‘‘hook”’ that brings 


in 89% response . . . 14 “first letters’ that get 
quick payments . . . forceful “‘one shot” letter used 
to collect from ‘‘uncollectable’’ accounts . . . dozens of 


fresh variations on the tiresome ‘“‘please remit’’ theme 
. . . 5 letters to customers whose checks have bounced 
. . . 4 ways to ask for more credit information . . . 500 
actual, effective letters covering almost every credit and 
collection situation. Any one could be worth many times 
the cost of this book. $4.95 


“Full of the how-to-do-it of making your credit letters human, tactful, effective.”"——W. R. DUNN, 


ACCOUNTING REPORTS 
FOR MANAGEMENT 


By Ronello B. Lewis 


A work of inestimable importance! Shows how 
to make reports on the facts and figures of a 
business instantly and easily understood by 
management. Unique visual devices turn an 
otherwise drab presentation into one that com- 
mands interest and attention. Complete, fully- 
worked out examples illustrate every technique, 
including how to make a report easy on the 
eyes, effective use of the flash report, how to 
dramatize the monthly management report, a 
unique, revealing trend report as a key guide 
to planning, effective flagging devices to high- 
light weak spots ): - corrective action, how to 
relate research costs and capital expenditures 
to their long-range profit potential . .. and a 
host of other practical writing and arranging 
ideas to clarify meaning and interpretation. 

$15.00 


COMPLETE 
SECRETARY’S HANDBOOK 


By Lillian Doris and Besse May Miller 


If you have “a dream of a secretary,” chances 
are she owns and uses this book. If you wish 
she knew her job better, show her this ad. 
Better yet—buy this book for her. She'll thank 
you for it because she knows it is the most com- 
plete guide for secretaries ever written! Here 
are the answers to every conceivable question on 
how to do things easier, faster, more efficiently 
without bothering you with details. She'll be 
able to act independently on any job you as- 
sign to her . . . be worth more to you with this 
book’s 600 tips on such matters as how to 
“front” for you while you’re away, make travel 
arrangements, maintain friendly client relations, 
write letters without dictation, handle your 
social obligations . . . everything she needs to 
know. See it free. $4.95 





(] Complete Credit 
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HOW TO HAVE CONFIDENCE AND 
POWER IN DEALING WITH PEOPLE 
By Les Giblin 

Proven techniques everyone can use to get what 
he wants from the other fellow—and make him 
happy about it! $4.95 


HOW TO SOLVE 

MANAGEMENT PROBLEMS 

By Charles A. Cerami 

A new scientific method, in a series of 7 steps, that 
leads you automatically to wise, quick solutions 
to any problem, business or otherwise, without 
exception! Try it and see! $4.95 


SUCCESSFUL OFFICE AUTOMATION 
By Ralph W. Fairbanks 

A complete, detailed picture of what is going on 
in rapidly expanding field of systems planning. 
With helpful charts and illustrations. $10.00 


CORPORATE TREASURER’S 

AND CONTROLLER’S HANDBOOK 
First and only complete guide to profitable and 
efficient methods and procedures suitable for large 
and small businesses. Fully illustrated. $12.50 


INTERNAL CONTROL AGAINST 


FRAUD AND WASTE 

By B. Cadmus and A. Child 

Tested methods for minimizing business losses 
caused by fraud, waste, and faulty accounting 
methods . . . specific remedies for all kinds of 
businesses. $5.65 


HANDBOOK OF BUSINESS FORMS 
By the Prentice-Hall Editorial Staff 
Thousands of suggestions to save money and effort. 
Directors’ and stockholders’ meetings, corporate 
organization, sales contracts, business leases, 
promissory notes, real estate transactions, and tax 
filing. $5.95 


SUCCESSFUL LEADERSHIP 


IN BUSINESS 

By Charles A. Cerami 

Simple, down-to-earth ways to bring out your 
leadership qualities for handling the complicated 
problems of human relationships. $4.95 


AUTOCONDITIONING: The New 


Way To a Successful Life in Business 
By Dr. Hornell Hart 

A powerful, safe technique the businessman ean 
use to unlock hidden energies and resources that 
can triple his daily effectiveness. $4.95 


PUTTING YOURSELF OVER 


IN BUSINESS 

By Frederick Dyer, Ross Evans 

and Dale Lovell 

How to acquire the highest-paid skill in business 
today with proven presentation methods that sell 
you and your ideas to those above you, below you, 
and beside you. $4.95 

HOW TO NEGOTIATE A 
SUCCESSFUL CONTRACT 

By Louis M. Brown 

Hundreds of clear-cut pointers show the general 
reader how to get the most out of contracts used 
in day-to-day personal and business affairs. $5.65 
BRAUDE’SSECOND ENCYCLOPEDIA 
OF STORIES, QUOTATIONS 

AND ANECDOTES 

By Judge Jacob M. Braude 

2,842 stories, quips, anecdotes, poems, bits of 
philosophy, definitions, and proverbs—to make 
your words sparkle with wit and wisdom on any 
occasion. $4.95 


—-------- FF 


& Collection | [) Corporate Treasurer's and Con- 
Letter Book, by Little $4.95 troller’s Handbook $12.50 


C) Business Executive's Handbook [1 Internal Control Against Fraud 


$9.50 and Waste, by Cadmus and 


Child $5.65 
() Handbook of Business F 
10.00 $5.95 


$15.00 ness, by Cerami $4.95 
$4.95 $4.95 


$4.95  [] Braude’s Second Encyclopedia 
Anecdotes, by Bravde $4.95 


CREDIT AND FINANCIAL MANAGEMENT, July, 1957 13 





Mr. and Mrs. J. Allen Walker 
in front of their home in 
_Menlo Park, California 


Accent the 
Positive in 


Thought, Word 





and Action Is 
J. Allen Walker’s 
Philosophy for 


CREDIT MANAGEMENT 


cupation worthy of a man’s 

best efforts would express J. 
Allen Walker’s opinion of his work. 
The new president of the National 
Association of Credit Men has a high 
regard not only for his work but 
also for the company he has been 
with for more than 35 years. 


Mr. Walker, as general credit man- 
ager of Standard Oil Company of 
California, has responsibility for 
Standard’s credits throughout its op- 
erations and so holds one of the most 
important credit management posi- 
tions in the country. 


Born in Ohio, where both his father 
and mother, James and _ Laura 
Walker, were schoolteachers, he lived 
also in Pennsylvania, Nebraska and 
Colorado before moving to Cal- 
ifornia. He is now a full-fledged 
Californian, as much in love with the 
state as. any native son. 

Shortly after arriving in Cali- 
fornia he met Edna Sherman, while 
she was a student at College of the 
Pacific. They were married in 1925. 
Their, only daughter, Joanne, after 
graduation from Stanford University, 
was married to Ronald Perry, who. 
received his degree this June from 
Stanford’s School of Medicine. 

The Walkers’ home is in Menlo 
Park, a short distance from San Fran- 
cisco. When not covering traveling 
assignments that stretch from Hono- 


ee management as an oc- 


lulu on the west to Perth Amboy, 
New Jersey, on the east, Mr. Walker 
commutes to San Francisco, where 
Standard Oil Company of California 
has its headquarters. 

His first job with Standard was in 
San Jose, where he left a teller’s job 
in a bank to accept it. After several 
credit assignments in San Jose, he 
was made assistant credit manager at 
that point. There followed various 
credit positions in Los Angeles, Med- 
ford, Oregon, and San Francisco be- 
fore his appointment in 1943 as as- 
sistant manager of the credit depart- 
ment, home office. Three years later 
he was appointed general credit man- 
ager. 


Many innovations have taken place 
in Standard’s credit operations since 
Mr. Walker became general credit 
manager. He believes in positive, cre- 
ative management of credits, including 
credit training mediums for both 
credit and sales personnel. Annual 
week-long conferences for all of Stan- 
dard’s credit managers are a part of 
this training process. The book and 
film, “What Would You Say?,” known 
to many in credit work, is but one of 
the mediums employed by Mr. Walker 
to develop personnel and get desired 
credit results. 


Among other materials in Stand- 
ard’s training kit is a flannel board 
presentation, “How Credit Can Best 
Be Used,” and a companion book to 


“What Would You Say?” entitled 
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“What Would You Write?” These 
two books have an added significance 
in that they were prepared by L. E. 
Banker and C. B. Sonne of Mr. Walk- 
er’s staff for their Management Study 
Reports, part of the requirements for 
the Executive Award of the Graduate 
Schools of Credit and Financial Man- 
agement, conducted by the National 
Association’s Credit Research Foun- 
dation, Inc., at Stanford University 
and Dartmouth College. 


The Wider Interest 


In addition to his resolve to pro- 
vide for his company the best pos- 
sible credit management, the new 
president of National desires to 
further the cause of credit manage- 
ment generally. His interest in credit 
organizations has been constant and 
constructive. He firmly believes that 
men should work together in a com- 
mon purpose in the field of credit and 
thus best serve the total business 
economy. He has served his local as- 
sociation, the Credit Managers Asso- 
ciation of Northern and Central Cal- 
ifornia, as director and president nd 
as a member of the board of gover- 
nors of the foreign trade group. He 
is a member of the advisory board 
and of the advisory committee of the 
Eugene S. Elkus, Sr, Foundation 
Fund. 

He is a former president and di- 
rector of the American Petroleum 
Credit Association, and currently is 
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a member of the credit committee of 
the American Petroleum Institute. 
Mr. Walker was for two years a 
director of the National Association 
of Credit Men and the last two years 
was vice president, western division. 
He is also vice president and a trustee 
of the Credit Research Foundation. 
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Essentials of Contribution 







T:chnical competence in credits 
and a broad understanding of busi- 
ness and management practices in 
general are essential, he believes, if 
credit management is to make its 
best contribution to the progress of MATERIALS 
business. He has expressed this be- 

lief in a practical manner through his ‘\ 




































participation in various educational Insurance 
activities in the field of credit. ‘ 
For the first four years of the pr otection 


Graduate School of Credit and Fi- : . 
nancial Management at Stanford Uni- is most 1 mport ant 


versity, Mr. Walker served as a mem- her e asi 


ber of the faculty. Last year he gave 
the address at the graduation exer- ; 
cises. He has also aad as a con- ACCOUNTS 
ference leader at the three Credit RECEIVABLE 
Workshops held on the Pacific Coast. 

Besides feeling that the learning 
process must be continuous for credit 


personnel, he also believes there is With profit added and goods shipped ? 


room for additional special attention 
















to the subject of credit in our colleges title passes and working capital 
and universities at both graduate and g . z 
undergraduate levels. is exposed to great risk 

In order to make this idea effective . . 
he was one of the prime movers and When a shipment is made—title passes—and you create an account 
a participant in the business credit receivable. You are more certain of the end result—PROFIT—when 
conference held at Carmel, California, you protect accounts receivable with Credit Insurance. That’s why an 
in March. This meeting was sponsored increasing number of executives have decided that NO cycle of protec- 







by the Eugene S. Elkus, Sr. Founda- 






tion, the National Association of Credit tion is complete unless capital invested in accounts receivable is insured 
Men the San Francisco Chapter, Na- by ACI. To learn more about Credit Insurance, call our office in your 
(Concluded on page 20) city, or write AMERICAN CREDIT INDEMNITY CoMPANY of New York, 






Dept. 47, 300 St. Paul Place, Baltimore 2, Maryland. 











Liquidity of capital is the 
prime responsibility of management. 






Protect your working capital 






invested in accounts receivable 
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“™ American 
Credit 
insurance 
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Our New President 






Credit's Stake in Atomic Energy for Industry 


Federal Insurance Program Would Remove Major Obstacle, Says Hamilton 


HEN a credit executive has 

occasion to inquire into the 

significance of a company’s 
atomic energy activities and future 
profitability, its credit rating, it is 
essential that he look carefully to the 
course the company is taking, says 
Walter A. Hamilton, manager, con- 
tract operations, Nuclear Develop- 
ment Corporation of America, White 
Plains, N.Y. 

“The choice made by management 
may well have great significance for 
the next several years,” the 61st An- 
nual Credit Congress at Miami Beach 
was told by Mr. Hamilton, whose ad- 
dress was sponsored by the Insurance 
Advisory Council, National Associa- 
tion of Credit Men. 

“Conservative companies are build- 
ing atomic power plants for military 
vehicles—ships, submarines, aircraft. 
If they are in a favorable tax posi- 
tion, they are also diverting some of 
their taxes into partnership atomic 
power ventures with the Government. 
More venturesome companies are try- 
ing the partnership route only, sus- 
taining their corporate growth on 
profits from their other current busi- 
ness ventures. There are a few jug- 
glers, as companies go, in this cate- 
gory. 

“Smaller companies entirely atomic 
in nature combine no-profit research, 
no-profit partnerships and low-profit 
services to the rest of the atomic in- 
dustry. For these companies, growth 


W4LTER A. HAMILTON, 

manager of contract opera- 
tions, Nuclear Development Cor- 
poration of America, White 
Plains, N.Y., was for nine years 
on the staff of the Joint Con- 
gressional Committee on Nuclear 
Energy, and from 1952 through 
1954 he was instrumental in the 
evolution and writing of the 
Atomic Energy Act, basis for in- 
dustrial atomic activity. 

In 1955 Mr. Hamilton was ex- 
ecutive secretary of the joint 
committee’s panel on the impact 
of peaceful uses of atomic en- 
ergy, known as the McKinney 
panel. 


“We should probably know if our atomic promise is real by 


— 


the mid to late 60’s. By then, enough plants will have been buili: 
to give us a base of experience. We will have made a few million: 
kilowatts of electricity, heated some homes, preserved some food, 
operated some merchant ships, and maybe even flown a plane or 


run a locomotive.” 


is the key. They’re getting bigger and 
better so that they will be at the 
starting line when profitability is 
possible. This course takes a flair for 
risk-taking, sizable technical know- 
how, and a lot of business judgment.” 


Mr. Hamilton points out that a ma- 
jor obstacle to atomic progress will 
be removed and “reasonable and am- 
bitious men and corporations will feel 
more free to go ahead” if the Congress 
at Washington this year authorizes a 
Federal insurance program, for there 
is no adequate insurance available at 
present to protect anyone against cata- 
strophe. 


What to do about atomic energy is 
a very complex question for indivi- 
dual and corporation alike, notes the 
executive who helped write the 
Atomic Energy Act. 

“Corporations must strike some 
balance—as always—between sharing 
the risks of new ventures and not 
sharing the gains. We are all in favor 
of sharing risks, but few are anxious 
to lead the movement to share the 
wealth.” 

Four principal courses are open to 
strike the balance in atomic enter- 
prise. 

“The first and simplest—at least, 
initially—is to stay away. For a long 
time many companies did this. Then, 
as a few began to be active, the others 
became worried, fearful that their 
competitor was onto a ‘good thing’ 
and might steal the future market. I 
would include both manufacturers 
and privately-owned utility companies 
in this grouping. The utilities feared 
that public power—-through Federal 
investment in atomic energy—might 
drive them out of the expanding elec- 
trical industry. 

“The second and third courses are 
mutually exclusive. One can invest 
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Walter A. Hamilton 


modestly of one’s own funds, seeking 
to gain knowledge and be prepared 
for the future. In atomic energy this 
turns out to be difficult because the 
cost of going alone is very high. 
Atomic experiments are just plain ex- 
pensive—amulti-million, tens of mil- 
lions expensive. Most companies who 
chose to go alone have welcomed the 
Federal Government partnership plan 
of the Administration. In practice, 
however, a lot of Government con- 
trols come along with a little Gov- 
ernment money. 


Profit at Vanishing Point 


“The third course is to work for 
the Government, making things the 
Government wants and needs. This 
includes atomic weapons, operation 
of atomic materials production plants, 
and manufacture of atomic power for 
military or semi-military vehicles like 
submarines, merchant ships, aircraft 
carriers, and airplanes. This course 
has one beautiful advantage. Within 
modest limits, the Government pays 
its bills and allows a small profit. 
However, in the atomic field the profit 
has become so small as to be at the 
vanishing point. 

“The fourth course is to do re- 
search for the Government. This is 
almost the most interesting route, but 
unfortunately has serious financial 
pitfalls. First, every idea developed 
belongs to the Government. Atomic 
patents aren’t like patents flowing out 
of other military programs. You don’t 
get any rights worth mentioning if 
the Government paid the bills. 

Secondly, interesting philosophy is 
being applied to the Government atcm- 
ie research program. Since this is al! in 
the long-term national welfare, and 
since the Government is subsidizing 
atomic research until the atomic in- 
dustry can stand on its own feet, proiits 
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are not allowed, Oh, there are fees, but 
there are also new rules for disallow- 
ances Which make this kind of research 
work truly profitless prosperity. 

“This no-profit philosophy is ap- 
plied even more stringently for those 
who accept Government assistance on 
their own private projects. A dollar of 
Government atomic assistance is really 
only about 95 cents. You pay the 
other nickel.”’ 


Activity thus far is prompted 
“more by fascination than need,” for 
despite the rapid consumption of 
America’s coal, oil and gas, no pinch 
is expected for another 30 to 40 
years, but “some of our friends and 
allies are not so fortunate”, Mr. 
Hamilton says. 

“If the United States, as a matter 
of national policy, concludes that 
peaceful uses of atomic energy must 
be made available sooner for them 
than would be possible by normal 
evolution, then the rate of develop- 
ment and production could increase. 
This need not mean early profitabil- 
ity, however. It could be just more 
profitless prosperity.” 


Public Relations Clue 


CONFUSION in the public mind re- 
garding the differing roles of various 
financial institutions calls for some 
real public relations spadework, says 
Charles A. Eaton, Princeton, N. J., 
president of the New Jersey Bankers 
Association. At a joint session of the 
Financial Public Relations Associa- 
tion and the bankers, Mr. Eaton out- 
lined findings of a motivation re- 
search study by the American Bank- 
ers Association, and commented: 

“It is astonishing how widespread 
this confusion apparently is. One of 
our major assignments must be an 
intensiv: public education campaign. 
How can we expect people’s financial 
interests to be best served if they 
do not even know the differences be- 


tween the various institutions serving 
them?” 


IBM Scholarship Program 


An industrial scholarship program 
which will provide for 50 four-year 
scholarships annually at a cost of 
approximately $250,000, has been 
established by International Business 
Machines Corporation in honor of 
the late Thomas J. Watson, IBM 
board chairman. The scholarships 
will go to high school seniors. 


HOW 
MUCH 


more cash 
can your business 
use? 


$ 5,000,000. 


$ 1,000,000. 
$ 300,000.. 
$ 50,000. 
$ 25,000. 


More cash... without renewal problems 


Over one 


Experience has proven that COMMERCIAL CREDIT’s Commercial 
Financing Plan for manufacturers and wholesalers usually 
provides more cash than is available from other sources. Money 
is normally ready for use a few days after first contact and it is 
available as long as needed without negotiations for renewal. 


billion dollars a year% 


The Commercial Financing Plan is simple and flexible. There 
is no interference with management, no fixed long-term commit- 
ment, no preliminary expense. You minimize cost by paying 
only for cash actually used and the one reasonable charge is tax 
deductible. 


Write or wire for additional facts 


Contact the nearest COMMERCIAL CREDIT CORPORATION Office 
listed here. Just say, “Send me more information about the plan 
described in Credit & Financial Management.” 


Commercial Credit Building, Baltimore 2; 222 W. Adams St., 
Chicago 6; 722 S. Spring St., Los Angeles 14; 100 E. 42nd St., 
New York 17; 112 Pine St., San Francisco 6. 


Consult 
COMMERCIAL 
CREDIT 


Capital and Surplus 
over $200,000,000 


>K COMMERCIAL CREDIT COMPANY subsidiaries, during each of the last 


several years, advanced over one billion dollars to manu- 
facturers and wholesalers to supplement cash working 
capital. The 1956 total volume of the finance subsidiaries 
amounted to over three billion dollars. 
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Micro-Accounting Provides “Spot” 


ICROFILMING, which started 

out primarily as a measure to 

reduce storage space or to 
safeguard business records, now is 
applied to specific accounting appli- 
cations by diverse companies, with 
gratifying results. The system has be- 
come known as Micro-accounting. 

By teaming Micro-accounting with 
a comprehensive record keeping sys- 
tem, Lindsay Brothers Company, of 
Minneapolis, finds it “enjoys the 
tightest control possible over cash 
receipts and obtains an accurate, 
daily picture of all accounts receiv- 
able transactions, including up-to-date 
sales analyses by products, salesmen 
and shipping points,” notes James E. 
Pryor, company treasurer. 

“The new system further provides 
the speed and economy necessary to 
keep accounting costs within favor- 
able limits,” he adds. 

Lindsay Brothers Company was 
founded in Minneapolis in 1886, 18 
years after William and E. J. Lind- 
say started a farm implement busi- 
ness in Milwaukee. The Minneapolis 
firm, a separate company, is one of 
the largest specialized farm imple- 
ment suppliers in the United States. 
Organized by William and another 
brother, T. B. Lindsay, to sell a line 
of hay rakes, binder twine and bug- 
gies, the company today occupies a 
seven-story office building and ware- 
house and offers a complete line of 
farm implements, implement supplies, 
twine, hardware specialties, pumps 
and plumbing supplies. From sales 
branches in Des Moines, Omaha, 
Sioux Fails, Fargo and some 30 trans- 
fer points, the company serves nearly 
6,000 customers. 


Twofold Importance 


Twofold importance of microfilm- 
ing to accounting procedures at Lind- 
say is in (1) permanent file reference 
material, and (2) in cash records. 
Microfilmed are all pertinent data, 
such as checks, remittance advices, 
bank deposit slips, invoices and cus- 
tomers’ ledgers. This provides “an 
immediate, error-proof record of the 
allocation of every cash item received 
and complete identification of each 
transaction for customer reference 


Picture, Tightens Cash Controls 


MICRO-ACCOUNTING at Lindsay Brothers Company, Minneapolis—All important 
documents are microfilmed, including checks, remittance advices, bank deposit 
slips, invoices and customers’ ledgers. Here invoices are shown being filmed 


on unit of Burroughs Corporation. 


while creating a permanent record 
file on all transactions in minimum 
filing space,” observes Mr. Pryor. 

The system revolves around the use 
of three Sensimatic accounting ma- 
chines, a non-descriptive accounting 
machine, a _ validating-receipting ma- 
chine and a microfilming unit, all 
marketed by Burroughs Corporation. 

Briefly, Mr. Pryor tells how the 
supply company’s accounts receivable 
system operates: 

As orders are received from sales- 
men, they are routed to the credit 
department for approval, edited by 
the buying department, and priced 
and item-coded for sales distribution 
purposes by the stock records depart- 
ment. They are then forwarded to a 
Bruning copying machine where a 
shipping copy is reproduced. 

Once the shipping order is filled 
and returned to the Bruning depart- 
ment for recording of shipping in- 
formation on the original invoice, the 
invoice is extended and totaled and 
customer, salesman and _ posting 
copies are prepared on the copying 
machine. The posting copy is micro- 
filmed in numerical order and for- 
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warded to sales distribution at the 
end of the day. The customer and 
salesman copies are sent to the mail 
room. Microfilming of invoices in 
numerical order eliminates the need 
of making a copy for placing in a 
numerical file. 


Accounts Receivable 


Following the preparation of sales 
analyses sheets, posting copies and 
the initial pre-list of invoices by ter- 
ritories are sent to the accounts re- 
ceivable department for posting of 
customer’s accounts. Here, one of two 
Sensimatic operators merely indexes 
the invoice number for reference, tiie 
old balance to the account and the 
new invoice amount. The machine 
automatically computes and prints | hie 
new balance on the customer’s ledger. 
and these totals accumulate in ‘he 
machine to provide a total of char: es 
at the end of the accounts receiva)le 
posting run. An accounts receiva le 
journal is prepared as a by-product 
of the posting. Totals of charges must 
agree with the pre-list tape. While 
posting to invoices, the operator a:s0 





indexes the amount of discount avail- 
able to the customer. 

At the end of the month, customer 
ledgers are microfilmed and Bruning 
copies for the customer, salesman and 
credit department are prepared. Each 
customer, then, receives a complete 
record of all activity on his account. 
This has eliminated nearly all cus- 
tomer inquiries. 


Cash Receipts 


“Daily we handle between 100 and 
120 invoices with a peak load of be- 
tween 800 and 900 items,” he ex- 
plains. “As the first step in our posi- 
tive control over cash received, all 
remittances are receipted on our 
validating machine as soon as they 
are received. This validation includes 
the amount of the check and the sales 
territory number and this information 
is machine-printed on the remittance 
voucher or face of the envelope car- 
rying the check. These figures are 
also printed on two audit tapes that 
are locked in the machine.” 

Once all receipts are validated for 
the day, and the bank deposit slip is 
prepared, the deposit slip and one 
copy of the audit tape along with all 
receipts (checks and remittance ad- 
vices) to be deposited are micro- 
filmed. Checks are then immediately 
deposited in the bank. Thus, it is now 
possible to audit from, or make refer- 
ence to, a permanent and unalterable 
record of all receipts deposited. 

The duplicate copy of the audit 
tape is forwarded to the cashier for 
posting to accounts receivable rec- 
ords. The remittance advices are sent 
to the cash processing department 
where they are sorted by sales ter- 
ritories, adjusted for discounts and 
summarized by territories on a cash 
processing report. The adjusted re- 
mittance advices are held for a month 
after posting, microfilmed in territory 
sequence and destroyed. 


Accounts Payable 


After a buyer prepares a purchase 
order, a copy of the order is for- 
warded to accounts payable where it 
is held until the invoice is received 
an| compared with a copy of the 
purchase order. Invoices are paid in 
two runs. Those calling for imme- 
diate payment are posted to cash dis- 
bursement vouchers, and checks are 
written on the Sensimatic immedi- 
ately. In this posting, the machine 
operator indexes the reference num- 
ber, the amount of the invoice and 


TREASURER James E. Pryor, of 
Lindsay Brothers Company, Min- 
neapolis (University of Wiscon- 
sin 1939), obtained his CPA 
degree in 1942. He began with 
the Wisconsin Department of 
Taxation, became field auditor 
for the personal income tax divi- 
sion, then went with private ac- 
counting concerns before joining 
Lindsay Brothers as controller in 
1951. He is instructor in income 
tax accounting at the Minnesota 
school of business evening ses- 
sion, member National Office 
Management’ Association and 
Systems & Procedures Associa- 
tion of America. 


any discount. The machine automati- 
cally prints the amount to be paid. 
A cash disbursement journal is 
created as a by-product. 

Invoices that can be held for pay- 
ment on the 10th and 25th of the 
month are posted daily to check 
vouchers and all-discounts are com- 
puted at the time of check writing. 
The posting is completed in the same 
manner as cash disbursement voucher 
posting and an accounts payable jour- 
nal is prepared as a by-product of 


this posting. In both runs, machine 
accumulated totals on payments are 
provided. 

The multi-total Sensimatics provide 
15 registers for distribution with the 
machine set up so that all miscellane- 
ous items not falling into a major 
account grouping may be posted di- 
rectly to a ledger card. The total of 
all debits and credits made to indi- 
vidual ledger cards will agree with 
the total of the register selected for 
miscellaneous items. 

“By breaking our accounts payable 
posting runs into two groups—pur- 
chases and expenses,” says Mr. Pryor, 
“we are able to obtain 45 account 
breakdowns, with all miscellaneous 
items posted to detail cards. The ac- 
cumulated totals provided at the end 
of each posting run are the source of 
entry for general ledger posting.” 

Once posted, all invoices are micro- 
filmed in posting order and for- 
warded to stock records for matching 
with receiving reports. Two copies of 
the remittance vouchers are filed in 
the accounts payable department. One 
copy is filed for reference under the 
vendor’s name and the second copy 

(Concluded on following page, col. 1) 


If credit limitations are keeping your distributors from carry- 
ing adequate stocks at peak seasons, let us show you the 
CONTROLLED CREDIT DISTRIBUTION Plan now used by 
many leading manufacturers. It permits you to retain legal 
title to the merchandise, doubles the distributor's credit with- 
out additional risk to your compziny, acts as a collection con- 
trol and supplies accurate 30-day inventory records. 


,@eeeeeoeeeeeoeoeeoeeeose eeeeeeeeeeeeeeeeeee 


Clip and mail coupon for 
complete information. 


NEW YORK TERMINAL WAREHOUSE CO. 


25 South William Street 
New York 4, New York 
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filed in numerical order. A check 
register is prepared simultaneously 
with the checkwriting operation. 

“Paid vouchers are also micro- 
filmed to give us a complete and 
permanent history of our accounts 
payable work. By distributing to ex- 
penses accounts at the time of vouch- 
ering, we have eliminated an extra 
distribution run. We average some 
300 checks on the 10th of the month 
alone, and yet our accounts payable 
work is easily kept current. 

“The efficiencies of our modern sys- 
tem and the inclusion of microfilming 
are self-evident,” Mr. Pryor points 
out. They may be listed as: 

1. Faster handling of all record 
work. 2. Complete reference and full 
details of all journal entries with less 
effort than was formerly possible. 
3. Positive control of cash receipts 
and cash disbursements. 4. Dollar sav- 
ings in employees’ time and form 
costs. 5. Complete protection of rec- 
ords inasdraction of the filing space 
formerly demanded. 


Other Uses 


In the credit department of a num- 
ber of companies Micro-accounting 
is used as an assist to the executive 
by enabling him to study accounts for 
delinquencies in his office without 
interfering with the posting clerk who 
may be posting current charges or 
credits. Or if a firm has several 
branches where accounts receivable 
are kept, the ledgers may be micro- 
filmed and the credit manager may 
study the accounts from all branches 
at his convenience. A trial balance 
can then be made for each branch in 
the home office from the film. 


Wage Rise Held Faster Than 
Increase in Productivity 


The pattern of business activity 
discussed by specialist speakers at 
the National Industrial Conference 
Board’s third California meeting, in 
San Francisco, touched on a dollar’s 
worth of dollar, wage inflation, sup- 
ply of commercial bank credit in the 
coming months. 

“The best evidence available sug- 
gests that wage costs in manufactur- 
ing increased one-fourth to one-third 
again as fast as productivity between 
1953 and 1956,” reported Joseph 
Garbarino, associate professor of 
business administration and associate 
research economist, institute of indus- 
trial relations, University of Cal- 





James E. Pryor 


ifornia, in a comparison of changes 
in wages with changes in productiv- 
ity over the recent past. 

“The immediate economic outlook 
is for a side-wise movement of price 
levels,” in the opinion of Neil H. 
Jacoby, dean of the school of busi- 
ness administration. The doubling of 
living costs since World War II, in 
his opinion has created more human 
suffering among aged and disabled 
people and thos@ 4i¥ing on pensions 
and rigid dollar incomes than has un- 
employment. 

“Demand for commercial bank 
loans may be somewhat less than last 
year, but the supply of funds avail- 
able will be much less,” reported 
Walter R. Bimson, chairman, Valley 
National Bank, Phoenix. 

Weighing business demand for 
plant and equipment, Charles E. 
Young, economist, Weyerhaeuser, Tim- 
ber Company, concluded: “Although 
the evidence indicates that we are at 
or past a peak in business demand for 
plant and equipment, there is little 
evidence of any cataclysmic drop 
ahead. There are some reasons for 
expecting greater caution and _ hes- 
itancy. Basically, however, the funds 
available from depreciation accruals 
and retained earnings will continue to 
increase, providing a rising base for 
future plant and equipment expendi- 
tures even through a period of some 
decline.” 

Consumer spending for durable 
goods, said Ira T. Ellis, economist, 
E. I. du Pont de Nemours & Com- 
pany, may rise 6 per cent this year, 
compared with a decline of 5 per cent 
in 1956 from 1955. Disposable in- 
come should increase about $13 bil- 
lions, or 4.6 per cent, in 1957. 
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(Concluded from page 15) 

tional Institute of Credit, and the 
Credit Research Foundation. It was 
attended by educators from 23 colleges 
and universities and proved so success- 
ful that plans are being formulated to 
hold such conferences in other parts 
of the country. 


Furtherance of credit education 
will continue very important to our 
new president, but because of the 
many duties of his new office he re- 
linquishes the joint chairmanship of 
the committee on education of the Na- 
tional Association of Credit Men and 
the education and professional devel- 
opment committee of the Credit Re- 
search Foundation. His direction of 
this committee activity the last four 
years has been an outstanding con- 
tribution to credit education. 


Other Activities Important 


Although Mr. Walker is a fine ex- 
ample of a man in love with his work, 
he has still found time to maintain 
his interest in other activities im- 
portant in his life, particularly in the 
Methodist Church. He has served his 
local church as steward and trustee. 
He is a past president of California 
Nevada Methodist Camps, Inc., which 
operates five summer camps for 
youth, and a former member of the 
board of Wesley Foundation, which 
serves Methodist youth on the Stan- 
ford campus. He is a member of the 
World Service and Finance Commis- 
sion of the California Conference of 
the Methodist Church. Mr. Walker is 
also a member of the Masonic Lodge, 
San Francisco Chamber of Commerce 
and the World Affairs Council of 
Northern California. His hobbies, 
when time permits, are gardening and 
photography. 


For Education at All Levels 


Mr. Walker’s philosophy for credit 
management emphasizes positive 
thinking, positive terminology and 
then positive action. It stresses educa- 
tion at all levels of credit work, and 
underscores continued self-develop- 
ment as not only the opportunity but 
also the obligation of all in credit 
management. 


You can’t escape the re- 

sponsibility of tomorrow by 

evading it today. 
—Abraham Lincoln 
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Modernizing the Office 


New Equipment to Speed Production and Reduce Costs 


Combination Photocopier 


a 


393 Adaptable to both office and en- 
gineering department use, the Ampto 
“14” photographic printer and proc- 
essor of AMpTO, INC. is practical for 
even the slowest transfer negative 
papers. Engineering department users 
should note the Ampto 14 will copy 
materials to transparencies for mak- 
ing masters for additional copies by 
diazo process, and negatives from 
which to burn in negative presensi- 
tized offset printing plates. Unit is 
simple to operate and clean, says 
manufacturer; handles copy up to 
14” wide and of any length, and will 
reproduce from multicolored copy, 
opaque or transparent. 


Modern Desk 


394 This handsome streamlined 
desk has the new rounded corners; 
two full lettersize file drawers, one in 
each pedestal, so you can keep cur- 
rent job and correspondence files at 
your fingertips, and two roomy box 
drawers for storing supplies. A center 
drawer is optional. Made of heavy- 
duty 20 and 22 gauge steel, with 
heavy steel linoleum-covered top, the 
desk comes in silver-gray baked en- 
amel with stainless steel trim, also 
available in mist green. Regular size 


is 54x24”; extra large size 60x30”. 
Manufacturer GENERAL INDUSTRIAL 
Company offers special rate to CFM 
readers. 


Typing-Accounting Unit 


395 To answer needs for unlimited 
posting description, both alphabet- 
ical and numerical, BurRroucHs Cor- 
PORATION’S new line of Typing 
Sensimatics provides 50 per cent 
more characters than the number 
found in other accounting machines, 
says the company. An 84-character 
full-keyboard electric typewriter is 
combined with high-speed accumu- 
lating register accounting machine. 
Overall size is only slightly larger 
than the conventional Sensimatic, 
although the typing line provides 
space for 182 characters, for com- 
plete alphabetic description. The 
Typing Sensimatic can be used with 
standard forms as well as customer- 
designed posting and accounting sys- 
tems. 


This Department will welcome 
opportunities to serve you by 
contacting manufacturers or 
wholesalers for further informa- 
tion regarding products describ- 
ed herein. Address MODERNIZ- 
ING, Credit & Financial Man- 
agement, 229 Fourth Ave., New 
York 3. 


Pro-Files Are New 


396 New concept in files, the “‘Pro- 
File” line of side-system filing cabi- 
nets of YAwMAN & ERBE MANv- 
FACTURING CoMPANY replaces the 
conventional file drawer with a rock- 
ing compartment. When the Pro-File 
compartment is swung open, its entire 
contents are exposed on an open-faced 
shelf. Removing or replacing folders 
requires simple sliding action. In- 
creased visibility, speedier filing and 
easier reference are advantages. Shal- 
low cabinet, plus short compartment 
projection, makes Pro-File adaptable 
to limited spaces, in office or home. 
Cabinets come with two, three or four 
compartments, in legal or letter size. 


SAVE MONEY ON 
REBUILT MACHINES 


MONROE ELECTRIC CALCULATOR 
Model MA4-173, When new $400 


OUR PRICE 


$99.50 


Six Months Guarantee 
OTHER GOOD BUYS 
sus “Allen Wales El 
395 IBM Electric _ 
Cc. Allen 
750 Friden ST10 Automatic 


MERCURY BUSINESS MACHINES 
Dept. CF, 900 B’way, N. Y. 3 © GR 7-0055 
MAIL ORDERS FILLED PROMPTLY 
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REGISTERING for the 6élst Annual Credit Congress at Miami 
Beach. First in line: Miss Blanche M. Scanlon (right), Minneapolis, 
co-chairman convention credit women's committee, and, beside 
her, Miss Marie Louise LaNoue, New Orleans, later reelected 


chairman, Nationai Credit Women's Executive Committee. 


GAVEL to president-elect J. Allen Walker, San Francisco, American Beauty BESPEAKING gratitude for a year of inspiring contribution by President 
roses to the new First Lady. President Irwin Stumborg, Cincinnati, con- and Mrs. Stumborg, Paul J. Viall (center), immediate past president, 
gratulates his successor. presents silver service, gift of National. 


PART of the large delegation from Asociacion de Profesionales de Credito de Cuba (Havana), 
enthusiastically welcomed. A casual camera view at the President's Reception and Ball. The 
president of the recently organized affiliate of the National Association, Jose Mola Morilla, 
is shown in another picture elsewhere in this issue. 
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MILLARD S$. FRENCH (right), Grand Exalted Super::b, 
Royal Order of Zebras, Memphis, presents Zebras' mem!:2r- 
ship award to A. L. King and R. W. Kupfer (left) on behalf of 
S. C. Abernathy, Portland, Ore. 





< 


PRESIDENT STUMBORG, with administrative committee and P. J. Viall, immediate past president. (L to r) R. E. Brown, St. Louis, vice president, central 


division; J. H. Donovan, Pittsburgh, eastern div. v.p.; Mr. Stumborg; Mr. Viall; J. Allen Walker, San Francisco, western div. v.p.; L. C. Scott, Memphis, 
southern div. v.p.; and F. M. Hulbert, Cincinnati NACM director, 


NEW YORK Credit & Financial Management Association shared Class AA honors LOUISVILLE Credit Men's Assn, tied for Class AA (I yr.) top rank. 
for one year gain in membership. (L to r) M. J. Davis, exec. v.p.; J. B. Schoenfeld, Accepting plaque from E. C, Wheeler, NACM membership chm., 
pres.; J. J. Brown, membership chm.; B. R. Tanner, secty. are M. M. Johnson (right), pres., and Robert Meyer, asst. secty. 


BANQUET of Credit Women's Groups, a highlight of their convention activities. Speeking: Miss Blanche M. Scanlon, Minneapolis, co-chairman. 
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ABOVE: J. F. Welsh (left), Baltimore, accepts Class sa - yr.) plaque for Roanoke Assn. of 
Credit Men, from Ellis C. Wheeler, Salt Lake City, CM membership committee chairman. 
(Right) E. B. Moran, NACM vice president and Ger a sales. 


RIGHT: Indianapolis Assn. honored for largest number of consecutive months of net membership 
gains. (L to r) G. A. Miller, pres., and Ralph Johns, secty.-exec. mgr. 


CHARLES HOWE (left), secty.. and H. A. Pattrill, W. J. WISSEL (left), secty- “a NACM Western J. V. VALLERO (left), president, and C. F. King 


pres., Florida Gulf Coast Unit (Tampa), accept the Michigns, Inc. (Grand Rapi and John O'D. membership chairman, St. Louis Assn. of 
Class D award (one year). Feeks, pres., with Class B (I yr.) plaque. Men, with Class A (I yr.) plaque. 


SESSION of Food Products ancl Allied Lines Manufacturers. Open forum discussions featured both sessions. 


CREDIT AND FINANCIAL MANAGEMENT, July, 1957° 





a 


head table: M. O. Dakin, Baltimore, Chairman; C. S$. Cooper, New York, secretary; and R. L. Roper, NACM representative. 


V. JOHNSTON (left), Pittsburgh, president, presents American Petroleum e : 
a B.. aoe: eli — Credit Association Awards to center) J. H. Barnes (Dartmouth), Recordak per bing a ane cand wttahion, 
of Arizona (Phoenix). Sealeg ‘Mates ‘On. toate, ak subsidiary; and L. B. Ludford (Stanford), sale Credit Men's Assn. (San Antonio). 


J. SCHOFIELD (left), secty.-mgr., St. Louis 
assn., accepts Class G award (I yr. for Central 
Misvouri Chapter (Jefferson City) from Ellis C. 


RECEIVING LINE at the President's Reception. Right to*left: President and Mrs. Irwin Stumborg, Cincinnati; J. W. Crawford, Miami, general convention chairman; 
Mrs. Crawford: Henry H. Heimann, NACM executive vice president: Miss Ruth Hoctor, NACM treasurer; Paul J. Viall, Chattanooga, immediate past president; 
Mrs. Vial; H.'L. Lawson Miami, president, South Florida oe ag Mrs. Lawson; J. Allen Walker, San Francisco, then western div. vice president; Mrs. Walker; 


ar os Donovan, Pittsburgh, eastern div. v.p.; Mrs. Donovan; a. Scott, Memphis, southern div. v.p.; Mrs. Scott; R. E. Brown, St. Louis, central div. v.p.; 
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Building Material & Construction Group. Speaker: David Q. Cohen, Assn. of Casualty & Surety Co's., New York. 


Oil Field Services and Supplies Industry Group in session. 


Feed, Seed and Agricultural Suppliers in Action. 
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KEEPING INFORMED 


PuaNNING YOUR WORKING CAPITAL 
‘ReQuIREMENTS—In this leaflet the 
gyver:ment defines working capital 
and shows how to estimate needs and 
the amount and time to borrow. 
Write Superintendent of Public Docu- 
ments. Government Printing Office, 
Washington 25, D. C., or your near- 
et Sinall Business Administration 


banch i iffice. 















QuRRENT PRACTICE IN THE DEVELOP- 
“MENT OF MANAGEMENT PERSONNEL 
—35-page booklet, Research Report 
No. 26, is concerned with what busi- 
ness and industry are doing to meet 
needs for managerial personnel, and 
what results are being obtained from 
programs and methods employed by 
460 companies for management ed- 
uation. Write American Manage- 
ment Association, 1515 Broadway, 
New York 36, N. Y. Single copy, 


$75. 







INTEGRATED CONTROLS OVER Bust- 

Ness Recorps—79-page booklet, is 
a roundup of talks by industry and 
government executives at the second 
conference on records management 
conducted by New York University 
and National Records Management 
Council. Includes “Effects on Records 
of Nuclear Explosion.” Available 
from Dr. H. W. MacDowell, Graduate 
School of Business Administration, 
New York University, 115 Broadway, 
New York 6, N. Y. $2. 


Heap INJURIES IN WoRKMEN’s Com- 
PENSATION—This 244-page study, 
| prepared by Drs. Leo M. Davidoff 
and Benno Schlesinger, provides an 
exceptionally helpful and construc- 
tive approach to truer evaluation of 
the administration of the workmen’s 
compensation law. Over 150 unse- 
compensation cases are re- 
viewed. Authors’ conclusions are 
@ ppended. Commerce and Industry 
EE Association of New York, 99 Church 
St, New York 7, N. Y. $2.50. 
Informative reports, pamphlets, 
circulars, etc., which may be of 
interest to you. Please write di- 
rectiy to the publisher for them. 
CREDIT AND FINANCIAL MAN- 


AGEMENT does not have copies 
available, 





yuides to Improved Executive Operation 


Te expedite receiving booklets 
described below in this column, 
address all inquiries concerning 
Efficiency Tips to CREDIT AND 
FINANCIAL MANAGEMENT, 229 
Fourth Ave., New York 3, N. Y. 


EFFICIENCY TIPS 


602—Color folder of American Auto- 
matic Typewriter Co. illustrates the 
many ways Auto-typist pushbutton 
typing machine can be utilized to 
cut routine correspondence and typ- 
ing costs. 
v 

603—A 12-page catalog +6 of Plan 
Hold Corp. illustrates line of verti- 
cal filing equipment, including data- 
files, wall racks, rolling stands, 


carousel units. 
Vv 


604—“The Tape Recorder in Busi- 
ness and Industry”, 41-page booklet 
of Minnesota Mining & Manufactur- 
ing Co. is rich handbook of more 
than 70 tested usesefor industry and 
business communications through 
medium of magnetic tape. 
7 


605—A 16-page book on office 
photocopying illustrating many appli- 
cations of the Apeco Dial-A-Matic 
Auto-Stat photocopying machine in 
large and small businesses, plus a 
report on how your specific business 
can benefit, is made available by 
American Photocopy Equipment Co. 
v 


606—“Gentlemen Be Seated” is 
booklet describing features of 
Remington Rand line of posture 
chairs in aluminum and steel, for 
every business need. Ask for FF-206, 
203, 190. 
v 
607—“Fight the Concealed Costs” of 
doing business with mailing and busi- 
ness machines is the title of an in- 
formative, illustrated folder of Pitney- 
Bowes, Inc. Postage meters, mailing 
scales, openers and other mailing 
equipment are illustrated. 
Vv < 

608—Free plastic binding punch set 
and diameter gauge, for binding 
quantity papers or sheets from 14” to 
11%” ring diameter, are made avail- 
able by Cummins-Chicago Corpora- 
tion, with its new catalog. 


CREDIT AND FINANCIAL MANAGEMENT, July, 1957 


BOOK REVIEWS 


APPRAISING THE ECONOMICS OF 
ELECTRONIC CoMPUTERS — By 
Frank Wallace, partner in charge 
of management controls depari- 
ment, Peat, Marwick, Mitchell & 
Co. 106 pages. $4.00. Controller- 
ship Foundation, Inc., 2 Park 
Avenue, New York 16, N. Y. 


e A guide to aid management to 
determine the feasibility of a com- 
puter for their business, and for 
determining what action, if any, 
should be taken at this time. For- 
mula or categorical answers are not 
given; the emphasis is on practical 
problems, not technical concepts, A 
blueprint for the company “computer 
feasibility team” includes selection 
of areas for specific study and com- 
parisons of before-and-after costs. 
Appendices describe how a computer 
works, give examples of applications 
and illustrate three “operations re- 
search” techniques. 


A DjicTIONARY OF AMERICAN-ENG- 
LisH Usace—By Margaret Living- 
ston, head of the contract and 
copyright department of The Mac- 
millan Company. Based on Fowl- 
er’s “Modern English Usage.” 671 
pages. $5.00. Oxford University 
Press, 114 Fifth Avenue, New 
York 11, N. Y. 


e Public speakers and address writers 
will find much interesting reading as 
well as information for correct mod- 
ern usage of word and phrase in this 
Dictionary, which updates H. W. 
Fowler’s “A Dictionary of Modern 
English Usage” for the busy Amer- 
ican user. Precisians and newspaper 
stylists will disagree with some of 
Miss Livingston’s conclusions, but 
that’s a part of the fun in using a 
work dealing with so fluid a subject. 
The two-page-plus discussion of the 
split infinitive is delightful. American 
variations of spelling and pronuncia- 
tion are included. 

Books reviewed or mentioned 
in this column are not available 
from CREDIT AND FINANCIAL 
MANAGEMENT unless so indi- 
cated. Please order from your 
bookstore or direct from the 
publisher. 


ON THE 


Donatp K. MILLER, formerly as- 
sistant to the president, now is execu- 
tive vice president, American Express 
Field Warehousing Corporation, New 
York. A specialist in field warehous- 
ing, he authored the CFM article, 
January 1956, “Pilot Test Provides 
Sevenfold Proof Warehousing Boosts 
Sales, Cuts Cost.” Mr. Miller is a 
member of the New York and Federal 
Bar. 


R. W. Hayes has become credit 
manager, Armco Drainage & Metal 
_ Products, Inc., Middletown, Ohio. He 
began with Armco Steel Corporation 
in 1937, and except for four years in 
military service he has been with the 
organization continuously. He is a 
member of the Graduate School of 
Credit and Financial Management, 


NACM, Dartmouth, class of ’58. 


Wituiam G. Gornto has been ad- 
vanced to senior vice president, Na- 
tional Bank of Commerce of Norfolk, 
Va. Since he joined the bank in 1919 
he has worked principally in the 
credit department, which he heads. 
He was made assistant manager of 
the credit department in 1941. vice 
president in 1951. 


ANDREW C. KCEBLER has been pro- 
moted to treasurer, The Thomas W. 
Price Company, Philadelphia. He be- 
gan with the paper company in Sep- 
tember 1952 as accounting depart- 
ment head and, under the company’s 
policy of providing the best possible 
training, he attended NACM-recom- 
mended credit courses at Temple Uni- 
versity. Earlier he was accountant for 
Nash Motors, New York City; man- 
ager of a furniture business 1947-52, 
and finance technician, Army Air 
Corps. 


L. H. PExTon, now treasurer, Gen- 
eral Radio Company, Cambridge, 
Mass., began with the company in 
1942 as accountant. He advanced to 
accounting manager in 1944, to con- 
troller in 1951. Following graduation 


from University of Colorado and 
Harvard Business School (M.B.A.) 
1940, he went to work for Freeport 
Sulphur Company, New York. 


Joun W. HEBBEL, formerly office 
and credit manager, has been ad- 
vanced to assistant treasurer, National 
Upholstery Supply Company, Inc., 
Minneapolis. He began with National 
Fabrics nine years ago in the account- 
ing department. 


Joun E. BETHEL has been pro- 
moted from assistant secretary to sec- 
retary, The Carter-Waters Corpora- 
tion, Kansas City, Mo. He succeeds 
George W. Kulhavy, who retired after 
22 years with the company. Mr. 
Bethel, a graduate of the University 
of Kansas City with the degree in 
economics, continues as credit man- 
ager for the corporation. 


RussELL W. Laxson has been 
named treasurer of Minneapolis- 
Honeywell Regulator Company, Min- 
neapolis. He succeeds A. M. Wilson, 
executive vice president, who held the 
additional title on an interim basis. 
For the last 15 years, Mr. Laxson, 
43, had been associated with Island 
Creek Coal Company, Huntington, W. 
Va., most recently as administrative 
vice president. Earlier he had. been 
with Arthur Andersen & Company, 
CPA’s. 


Lioyp B. Luprorp of Boeing Air- 
plane Company, Seattle, is now cor- 
porate facilities administrator, his 
second advancement since receiving 
the Executive Award of the Graduate 
School of Credit and Financial Man- 
agement, NACM (Stanford), last 
year, and the American Petroleum 
Credit Association Award for the 
best Management Study Report (“Fi- 
nancing the Manufacture of Jet 
Transport Planes”). 

From chief cost accountant at 
graduation time, Mr. Ludford had 
been promoted to division control- 
ler, finance department. 
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D. K. MILLER 


ae 


A. C. KOEBLER 


W. G. GORNTO 


J. W. HEBBEL 


R. W. LAXSON J. E. BETHEL 


‘Curtis W. Corpinc has been pro- 
moted to vice president, Union Na- 
tional Bank of Pittsburgh. Ben F. 
Kun has advanced to assistant vice 
president of the bank. 


W. N. Hunter has been appointed 
assistant secretary and assistant treas- 
urer, Westinghouse Air Brake Com- 
pany, Pittsburgh. 


Georce O. Davies, director and 
treasurer of P. Lorillard Company, 
New York, has been promoted to 
vice president and director of finance. 


CuHar.es J. Kane has been named 
vice president, Citizens Fidelity Bank 
& Trust Company, Louisville, Ky. 
With the bank since 1939, he holds 
the Associate Award of the National 
Institute of Credit, NACM. 





Business Moving Forward Under Sound Credit 
Reflects Spirit of Miami Beach Credit Congress 


G oney, of inflation, tight assistant treasurer, Jones & Laughlin Steel 


ey, soaring Federal expen- Corp., Pittsburgh; res 
Pci . P CLARENCE J. SWALEN (central division), 


diferes, nigh ae and ~ secretary-treasurer, Pako Corp., Minnea- 
increases outrunning production cast polis: 
their fleeting part-eclipses upon the Tep B. Henprick (southern division), 
economic moon over Miami Beach, ee. president, Collins-Dietz-Morris Co., Okla- 
but the shadows were dispelled by the homa City; and 


a ] Exitis C. WHEELER (western division), 
confidence in long-term prosperity treasurer, The Salt Lake Hardware Co., 


riding upon sound credit policy, ex- Salt Lake City. 
pressed widely at the 61st Annual r : 
Credit Congress of the National As- ) Nine New Directors Chosen 
sociation of Credit Men. : Nine newly elected to the national board 
n atomic energy for peacetime of directors are: 
2 to new coake ee from K. T. Bacon, assistant treasurer, Minne- 
° 


‘tal i £ defined di sota Mining & Manufacturing Co., St. Paul; 
the vital importance of dehned credit Raymonp C. ERICKSON, vice president, 


policy to the place of punched card U. S. National Bank of Denver; Miss 
systems in department operation, LoreTTA FISCHER,  secretary-treasurer, 


: George Ziegler Co., Milwaukee; ROBERT 
speak eta: covered > cee of hoyrce L. Howarp, vice president-controller, Logan 
foremost on the minds of financial Co. Ldeintllie; Baie 1. Wakiave, 0. 
management. To the 35 Industry sistant vice president, Liberty Mutual In- 
Group Meetings, executives brought PRESIDENT-ELECT J. Allen Walker — Co., _— a oe 
from their company desks the details : ; ; credit manager, Norfo ivision, The 
f Silat dilaalaten shew bad SCLOPHNG the presidency of the National Texas Co., Norfolk; E. C. Paxton, credit 
Se ee eee Association of Credit Men. manager, Dallas Power & Light Co.; L. F. 
hurdled, and a wealth of efficiency ‘ SULLIVAN, general credit manager, Des 


ideas to share with their confreres. Company of California, San Francisco, Moines Register & Tribune and Cowles 


Calling credit an “important fac- came the appeal that all members set their Broadcasting Co., Des Moines; and EucENE 
tarzan both the evolution and revolu- operational sights higher for the coming W. WALRATH, credit manager, John Deere 
; : s year, to build ever greater their contribu- Plow Co., Syracuse. 
tion of the economic world, Henry tions to company and self. (A profile sketch Mr. Walker in his acceptance speech 
H. Heimann, executive vice president, of Mr. Walker appears on page 14.) asked the cooperation of each member of 
declared in his keynote address: Mr. Walker will have the following as the National and all affiliated units, and 
the four divisional vice presidents of the emphasized the many values of the educa- 
association for the year ahead: tional and research program through the 

James H. Donovan (eastern division), National Institute of Credit, the Credit Re- 


“Even under a normal economy we 
shall for some period of time witness 
a new high in all fields of business and 
economic endeavors. It is inevitable. . 
We may pause now and then, or may 
even recede a bit, but the long-range 
needs of the world are so great that 
nothing short of a world catastrophe 
can stop growth in all fields. 


“Credit is more powerful than atomic 
power. Without credit you could never 
have developed atomic power. It is as neces- 
sary to business as the very air we breathe 
is to life. Credit service can be as reward- 
ing as prayer, 

“Worldwide needs can be supplied only 
by a sound credit program, and when a 
sound credit program is in effect it con- 
stitutes the real money upon which com- 
merce and industry survive.” (An article 
from Mr, Heimann’s address was published 
in the June issue.—-Ed.) 

The greatest annual increase of member- 
ship in NACM annals was reported by out- 
going president Irwin Stumborg, assistant 


(reasurer, Baldwin Piano Co., Cincinnati. ; , ; 5 : ; 
(Mr, Stumbong’s report of his. stewardship OUTGOING president congratulates incoming vice presidents. (L to r) Irwin Stum- 


appears on page 36.) borg, Baldwin Piano Co., Cincinnati; E. C. Wheeler, (western division), Salt Lake 

Hardware Co., Salt Lake City; J. H. Donovan (eastern), Jones & Laughlin Steel 

From the president-elect, J. Allen Walk- Corp., Pittsburgh, reelected; C. J. Swalen (central), Pako Corp., Minneapolis; and 
er, general credit manager, Standard Oil Ted B. Hendrick (southern), Collins-Dietz-Morris Co., Oklahoma City. 
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Felio Reelected President of 
Credit Research Foundation 


Earl N. Felio, treasurer of Colgate. 
Palmolive Company, New York, has 
been reelected president of Credit 
Research Foun- 
dation, Inc., edu- 
cational and re- 
search arm of the 
National Associa- 


of Credit 


New N.A.C.M. Officers and Directors 


President—J. Allen Walker, Standard Oil Company of Cali- 
fornia, San Francisco, Calif. 

Vice President (Central Division )—Clarence J. Swalen, Pako 
Corporation, Minneapolis, Minn. 

Vice President (Eastern Division)—James H. Donovan, re- 
elected, Jones and Laughlin Steel Corporation, Pittsburgh, Pa. . 

Vice President (Southern Division)—Ted B. Hendrick, Collins-_ tion 


Dietz-Morris Company, Oklahoma City, Okla. 
Vice President (Western Division )}—Ellis C. Wheeler, The Salt 
Lake Hardware Company, Salt Lake City, Utah 


Directors—Three Years 


K. T. Bacon, Minnesota Mining & Manufacturing Company, 


St. Paul, Minn. 


Raymond C. Erickson, United See National Bank of Denver, 


Denver, Colo. 


Robert L. Howard, Logan Qunpeiil Louisville, Ky. 
Ralph H. Mullane, Liberty Mutual Insurance Company, pentane; 


Mass. 


Stanley F. Norman, The Texas Company, Norfolk, Va. 
E. C. Paxton, Dallas Power & Light Company, Dallas, Texas 
L. F. Sullivan, Des Moines Register & Tribune Company, Des 


Moines, Iowa 


Eugene W. Walrath, John Deere Plow Company, Syracuse, N.Y. 


Director—One Year 


Miss Loretta M. Fischer, George Ziegler Company, Milwaukee, 


Wis. 


search Foundation, Inc., the Graduate 
Schools of Credit and Financial Manage- 
ment (Dartmouth College and Stanford 
University), and the Credit Management 
Workshops. 


Felio Again Heads Foundation 


Earl N. Felio, treasurer of Colgate-Pal- 
molive Co., New York, was reelected presi- 
dent of the Credit Research Foundation. 
(Article on the election of Mr. Felio and 
the vice presidents, other officers. and 
trustees, is on this page, third column.) 

The Credit Women’s Groups reported a 
membership gain of 154, bringing the total 
past the 2,700 mark. The Dallas Group won 
the annual NACM plaque for largest per- 
centage gain in new memberships. Second 
place award, by the National Credit Wo- 
men’s Executive Committee, was presented 
to the Sioux City Group, also at the annual 
business session. (Story on page 34.) 

Miss Marie Louise La Noue, Times-Pica- 
yune Publishing Co., New Orleans, was re- 
elected chairman of the executive commit- 
tee. 

The credit women’s banquet had as 
guest speakers Grace E. McElligott, ex- 
ecutive director of the Miami-Florida Fash- 
ion Council, and Ethel Ernest Murrell, 
lawyer, author .and lecturer. 

The first plenary session, Monday morn- 
ing, was called to order by J. W. Crawford, 
secretary-treasurer, Railey-Milam, Inc., 
Miami, general convention chairman, who, 
after the invocation by Dr. R. Wiley Scott, 


Miami Beach Community Church, presented 
the gavel to President Stumborg. Welcom- 
ing the delegates to Miami Beach were 
Thomas F. Smith, director of the City Con- 
vention Bureau, and Harry L. Lawson, vice 
president, Bailey’s Lumber Yards, Inc., 
Miami, president of the South Florida Unit, 
National Association of Credit Men. Re- 
sponding for NACM was Paul J. Viall, 
treasurer and director, Chattanooga Medi- 
cine Co., immediate past president. 

Dr. Murray Banks, psychologist, univer- 
sity lecturer and syndicated columnist, 
presented humor-leavened advice on “What 
to Do until the Psychiatrist Comes.” 


APCA Awards to Graduates 


Meritorious achievement awards of the 
American Petroleum Credit Association 
were presented by Murray V. Johnston, 
general credit manager, Gulf Oil Corp., 
Pittsburgh, APCA president, after intro- 
duction by William J. Dickson, managing 
director, Credit Research Foundation; ex- 
ecutive director, Graduate School of Credit 
and Financial Management, and NACM 
director of education. 

A scroll for the best management study 
of the 1956 class of the Graduate School at 
Dartmouth College was presented to John 
H. Barnes, management staff, Recordak 
Corp., subsidiary of Eastman Kodak Co. 
His report was titled “The Application to 

(Continued on opposite page) 
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Men. 

Named vice 
president - re- 
search is B. F. ms 
Edwards, Jr., vice EN. FELIO 
president, Bank of America, NT & SA, 
San Francisco; and vice president. 
education, Vern S. Ames, general 
credit manager, Kimberly - Clark 
Corp., Neenah, Wis. Mr. Ames, who 
is also NACM educational committee 
chairman, was elected a trustee of the 
Foundation at the annual meeting in 
Miami Beach. 

Reelected vice president-finance is 
K. Calvin Sommer, treasurer, Y oungs- 
town Sheet and Tube Co., Youngs- 
town, Ohio; vice president-promotion 
and regional meetings, Victor C. Eg. 
gerding, assistant treasurer, Crown 
Zellerbach Corp., and financial of- 
ficer, Gaylord Container Corp. div., 
St. Louis, NACM past president. 

Irwin Stumborg, assistant  treas- 
urer, Baldwin Piano Co., Cincinnati, 
immediate past president NACM, be- 
comes a member of the Foundation’s 
board, 

Philip J. Gray, NACM secretary 
and director of its foreign depart: 
ment, was named Foundation secre- 
tary, succeeding Robert M. Gardiner, 
who has become staff assistant to the 
general credit manager of Continental 
Can Co., New York. 

Reelected trustees of the Founda- 
tion are Marion M. Johnson, treas- 
urer, Brown-Forman Distillers Corp., 
Louisville; Murray V. Johnston, gen- 
eral credit manager, Gulf Oil Corp., 
Pittsburgh; and Paul J. Viall, treas- 
urer, The Chattanooga (Tenn.) Med- 
icine Co., past NACM president. 


Textile Fraud Prevention 
Committee Elects Stein 


Sidney A Stein, president of ‘ on- 
gress Factors Corporation, New York, 
is 1957-58 chairman of the Textile 
Executive Committee of the NACM 
Fraud Prevention Department, ‘ohn 
C. Fredell, Jr., director. J. Joseph 
Brown, Catlin Farish Company, '"¢.; 
is vice chairman. 





WITH NACM’S THANKS. Outgoing directors: 


(l to r) J. D. Ford, Weirton Steel 


Co, Div. of National Steel Corp., Weirton, W. Va.; F. M. Hulbert, The Procter & 
Gamble Distributing Co., Cincinnati; Miss Elma Hanson, of Blake, Moffitt & Towne, 
Seattle; C. M. Fredrickson, Korsmeyer Co., Lincoln; C. J. Swalen (now vice president, 
central division), Pako Corp., Minneapolis; J. F. Welsh, McCormick & Co., Baltimore; 
].N. Jones, The Decatur & Hopkins Co., Boston; and O. W. Harigel, Houston National 
Bank. Not shown: E. C. Wheeler, Salt Lake Hardware Co., now v.p. western div. 


Electronic Data Processing of- Credit and 
Accounts Receivable Functions.” 

Winner in the 1956 class at Stanford 
University was Lloyd B. Ludford, corporate 
and facilities administrator, Boeing Air- 
plane Co., Seattle. His topic was “Fin- 
ancing the Manufacture of Jet Transport 
Airplanes.” 

The awards were presented in memory 
of the late Harry E. Butcher, general credit 
manager, Cities Service Oil Co., Chicago, 
and APCA treasurer and director at the 
time of his death. (Mr. Butcher in 1952 
authored the first article in the Credit and 
Financial Management series, ‘“‘Manage- 
ment at Work,” which at that time was 
called “My Most Perplexing Credit 
Problem.” —Ed.) 


Membership Merit Awards 


Ellis C. Wheeler, as chairman of Nation- 
al’s membership committee presented merit 
awards at the forenoon plenary sessions on 
Monday, Wednesday and Thursday. (Ar- 
ticle in third column.) 

An ovation to Executive Vice President 
Heimann followed his keynote address, 
tiled “Prescription for a Sick World— 
Sound Credit.” 

Following announcements by E. T. Maule 
of Maule Industries, Inc., grand marshal of 
the convention, and the appointment of 
committees by President Stumborg, ad- 
journment was taken until the afternoon 
session and its address by Howard B. 
Johnson, president, Atlantic Steel Co., 
Atlants, and a panel discussion of the wide- 
ly disc:issed topic, “Punched Card Systems 
in Credit Department and Accounting 
Operations.” 

After the afternoon session had been 
called to order by Vice President James 
H. Donovan, Mr. Johnson prefaced his sub- 
ject, “The South—Frontier of Opportu- 
nity,” with the declaration that “the post- 
war decade will be regarded by history as 
the beginning of a brand-new economy for 
one-third of the entire nation.” 


In the 11 southeastern states, he 
said, 4,105 new manufacturing plants 
employing 25 or more men were added 


between 1946 and 1955, and more 
than $1 billion was spent last year 
alone on new or expanded facilities. 


“The opening up of the economic frontier 
of the South,” Mr. Johnson declared, “might 
well be the major factor in the continued 
expansion of the United States economy in 
the next 30 or 40 years, with new areas for 
investment, production, consumption and 
capitalistic enterprise.” 

Noting that in the postwar period the 
Southeast has added manufacturing em- 
ployment at a rate one-third higher than 
that in the remainder of the country, the 
company president pointed out that even 
more important is the fact that the South, 
fast maturing, “is participating fully in the 
second industrial revolution which is sweep- 
ing the nation.” 


Wheeler Is Panel Moderator 


Moderator of the panel presentation on 
punched card systems (to be published in 
full in a future issue of Credit and Finan- 
cial Management) was Ellis C. Wheeler. 
Panel members were R. Lynn Galloway, 
assistant controller, Eastman Kodak Co., 
Rochester; Fred J. Hertel, assistant trea- 
surer, Elgin National Watch Co.; Robert 
Melrose, treasurer, Associated Growers of 
Florida, Inc., Miami; and J. W. Sattazahn, 
credit manager, Scott Paper Co., Chester, 
Pa. 


The Industry Group Meetings 


Financial management and its many im- 
pingements, both upon and from other 
phases of company operation, were brought 
down to shirtsleeve discussions on Industry 
Meeting Day (Tuesday), when 35 conven- 
tions-within-the-convention were held, sup- 
planting plenary sessions for the day. 

Besides formal addresses by financial 
leaders and educators, economists and of- 
ficials from Federal departments in Wash- 
ington, panel discussions with open forums 
predominated. 

Among the Industry Group speakers 


\ were K. H. Turner, financial advisor of the 


Small Business Administration; Dwight 
(Continued on page 32) 


The Membership 
Award Winners 


FIVE-YEAR 

Los Angeles—Class AA 
Minneapolis—Class A 
Dallas—Class B 
Springfield—Class C 
Miami—Class D 

Quad City (Des Moines) —Class E 
Lubbock—Class F 

Central Missouri—Class G 


ONE-YEAR 

Louisville and New York—Tied for 
Class AA honors 

St. Louis—Class A 

Grand Rapids—Class B 

San Antonio—Class C 

Tampa—Class D 

Phoenix—Class E 

Roanoke—Class F 

Central Missouri—Class G 


SPECIAL TRIBUTES 

Louisville and New York—Tied for 
largest numerical net gain—167 
members 

Indianapolis—181 months of con- 
secutive net gain 

Credit Women’s Groups—First place, 

Dallas; second place, Sioux City 
Royal Order of Zebras—S. C. Aber- 

nathy, Portland, Ore. 

In addition to the plaques, an Elgin 
wristwatch is being awarded the in- 
dividual in each association who con- 
tributed most to the membership 
achievement, and to the secretary- 
manager of each association having 
60 or more consecutive months of 
membership gain. 

Members of the Credit Research 
Foundation presented B. F. Edwards, 
vice president, Bank of America 
NT&SA, San Francisco, with a silver 
bowl for membership achievement. 


B. B. Arnett Dies; Had Headed 
Charleston Association in °27 

B. B. Arnett, 63, retired vice pres- 
ident of Eskew, Smith and Cannon, 
Charleston, W. Va., who died in Or- 
lando, Fla., had joined the company 
in 1918 as a bookkeeper, after earlier 
service with the Merchants National 
Bank, now the Citizens National Bank 
in Point Pleasant. He was president 
of the Charleston Association of 
Credit Men in 1927. 

Mr. Arnett became credit manager 
of the company within a year after 
joining it, and was successively de- 
partment sales manager, secretary, 
treasurer, vice president and director. 
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Michener, economist, Chase Manhattan 
Bank, New York; P. W. Moore, president, 
First Research Corporation, Miami; David 
Q. Cohen, manager, fidelity and surety de- 
partment, Association of Casualty and 
Surety Companies, New York; B. F. Ed- 
wards, Jr., vice president, Bank of America, 
San Francisco; Earl N. Felio, treasurer, 
Colgate-Palmolive Company, New York; 
Dean Grover A. J. Noetzel, University of 
Miami; G. L. Murphy, credit and collection 
specialist, General Electric Company, New 
York; Dr. C. D. Carpenter, president, In- 
stitute of American Poultry Industries, 
Chicago; John O’D. Feeks, vice president, 
William Iselin Company, Grand Rapids, 
Mich.; H. P. McCormick, McCormick & 
Co., Inc., Baltimore; William R. Dunn, 
general credit manager, General Foods 
Corporation, White Plains, N. Y.; L. B. 
Raisty and Dr. E. L. Rauber, vice presi- 
dents, Federal Reserve Bank, Atlanta; Jules 
Gillette, president, Jules Gillette, Inc., 
Miami. 

David C. Terrell, branch credit manager, 
Horne-Wilson, Inc., Miami Beach, was gen- 
eral chairman of the Industry Group meet- 
ings. 

Wednesday’s one plenary session opened 
with the call to order by the southern divi- 
sion vice president, Lester C. Scott, assis- 
tant secretary and credit manager, E. L. 
Bruce Co., Memphis, and invocation by 
Most Reverend Monsignor William Barry, 
St. Patrick’s Church, Miami Beach. 


“Plummeted” onto World Scene 


In an address on “New Worlds to Con- 
quer,” E. E. Schnellbacher, director of the 
office of trade promotion, U. S. Bureau of 
Foreign and Domestic Commerce, Wash- 
ington, declared that executives “operating 
as domestic creditmen may be plummeted 
into the role of international creditmen 
without ever having gone through the ex- 
port route,” because their companies “no 
longer export, but manufacture abroad.” 
(Mr. Schnellbacher’s address will be re- 
ported at length in the August issue.) 


NATIONAL Nominations Committee in session, under chairman Paul J. Viall, Chattanooga Medicine Co., immediate 
president. Seated at head table: (l to r) Past presidents V. C. Eggerding (1952-53), Gaylord Container Corp., St. Louis; C. Call- 


away, Jr. (1949-50), Crystal Springs Bleachery, Inc., Chickamauga, Ga.; Mr. Viall (1955-56) ; 


AT SESSION OF NACM Legislative Committee at Miami Beach. Seated (i to ;) 
K. Calvin Sommer, Youngstown, Ohio, vice chairman; C. G. Bunting, Detroit, chair. 
man; R. L. Roper, NACM, New York, staff secretary. Standing: R. M. Gardiner, 
representing P. B. Nold, New York; R. L. Allen, San Francisco; L. K. Morse, 
Bridgeport; Miss Margaret Lynaugh, secretary; W. L. Holmes, Houston; and J, ¢. 


Osborne, Atlanta. 


A panel discussion of “Credit Policy in 
Relation to Sales, Top Management, Cus- 
tomer and the Public” (published in full 
beginning on page 8) had as moderator K. 
Calvin Sommer, treasurer, The Youngstown 
Sheet & Tube Co., and these panelists: 
Gilbert H. Bush, general credit manager, 
National Distillers Products Corp., New 
York; C. Bradley Harrison, division credit 
manager, Maxwell House Division, General 
Foods Corp., Hoboken, N. J.; Paul H. 
Powers, credit manager, Seabrook Farms 
Co., Seabrook, N. J., and James F. Welsh, 
vice president and secretary, McCormick & 
Co., Baltimore. 

A major obstacle to atomic energy prog- 
ress in industry will be removed if Con- 
gress this year: authorizes a Federal in- 
surance program, declared Walter A. 
Hamilton, manager of contract operations, 
Nuclear Development Corporation of Amer- 
ica, White Plains, N. Y., in his address on 
“Atomic Energy for Peaceful Uses—Over- 
sold or Undersold?” (Article on page 16.) 

Mr. Hamilton’s presentation was spon- 
sored by the NACM Insurance Advisory 
Council. 


Economic development in Latin America 
was discussed by Dr. Luis Machado, form. 
er ambassador from Cuba and now director 
of the International Bank for Reconstruc. 
tion and Development and the International 
Monetary Fund (World Bank), at Wed. 
nesday’s international trade luncheon, co. 
sponsored by NACM’s Foreign Credit In. 
terchange Bureau and the _ international 
affairs department of the Miami-Dade 
County Chamber of Commerce. 

Former Senator Claude D. Pepper, who 
while in Congress championed a bill for 
foreign credit insurance, spoke on the inter- 
national situation and urged trade, not aid, 
as the lever with which to lift the foreign 
economy. 

Max Adamsky, executive secretary, D. 
C. Andrews & Co., New York, was luncheon 
chairman. Moderator at the round table 
conference which followed was Clifford R. 
Rohrberg, vice president, Guaranty Trust 
Co., New York. 

Ralph E. Brown, vice president, Marsh 
& McLennan, Inc., St. Louis, as NACM 
central division vice president, called to 


(Concluded on opposite page) 


past 


D. M. Messer (1953-54), Dohr- 


mann Commercial Co. San Francisco; P. W. Miller (1943-44), The Marlborough Co., Atlanta; with J. Joseph Brown, Catlin 


Farish Co., New York. 
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LUNCHEON of National Fraud Prevention Committee. Standing: (I to r) E. J. Agnew, Campbell Soup Co., Camden; W. E. Dence, 
the Department’s Miami representative; Irwin Stumborg, NACM president; John C. Fredell, Jr.. Department director; J. L. Guil- 
martin, U. S. Attorney, Southern District of Florida, guest speaker; W. R. Dunn, General Foods Corp., White Plains, N. Y., com- 
mittee chairman; F. R. Schrop, New York; J. Allen Walker, Standard Oil Company of California, San Francisco; F. J. Flom, 
Detroit Edison Co.; F. W. Zander, U. S. Plywood Corp.; New York; S, A. Stein, president, Congress Factors Corp., New York. 


order the final plenary session Thursday 
morning and introduced Rabbi Irving Lehr- 
man, Temple Emanu-E]l, for the invocation. 

In one of the most telling general ad- 
dresses of the convention, Merrill (“Red”) 
Mueller, NBC reporter—broadcaster, war 
and diplomatic correspondent, warned that 
America’s foreign aid programi must be 
overhauled, beginning with a drastic cur- 
tailment of wasteful expenditures. 

“In many countries,” he charged, 
“we have been giving away to every 
man, woman and child one tax-free 
year out of ten, while our own tax 
burden grows heavier. 

“Foreign aid must be recast to the same 
basis on which the average American seeks 
financial help—by loans. In only 15 per 
cent of foreign aid cases is a loan program 
heing demanded of nations. There is not 
enough investigation of ability to pay.” 


Sees Double Threat 


He declared that the current policy of 
Federal largesse, which is re-establishing 
high-profit margins overseas, much higher 
than in the United States, carries a double 
threat to America’s security, in that it is 
“playing into the hands of Communistic 
propaganda” and it is “weakening our own 


ite EE ae CE 


economy—and if America goes down, the 
entire Western world will go down with it.” 

Mr. Mueller pointed out several direc- 
tions in which America could help other 
nations at far less cost. Militarily, two or 
three foreign divisions could be maintained 
at much lower outlay than for one Amer- 
ican division. “Fighter planes of foreign 
make, adequate for the purpose, are avail- 
able, but we insist on providing our own.” 

Domestically, the analyst urged that “it 


Big shots are only little 
shots who keep shooting. 
—N. A. Rombe 


is time to take a new look at the whole tax 
structure,” for “we are reaching the point 
where the law of diminishing return is go- 
ing into action as the cost of collecting the 
taxes rises.” Americans, he said, are paying 
20 per cent in hidden taxes alone. And 
“high taxes lead to tight money via the 
route of credit abuse.” 

The war correspondent said that Russia, 
now in an oil economy, does not dare to 
start an atomic conflict, but is concentrat- 


ing its fighting strategy upon a “political 
and propaganda war, always pushing out 
for more power through her satellites.” 

Following Mr. Mueller’s address on “The 
Tomorrows We Face,” S. J. Haider, con- 
vention director, paid official recognition 
to members of the convention committees, 
and President Stumborg presented certi- 
ficates of merit to NACM board members. 

Detroit’s invitation to the 62nd Credit 
Congress, to be held May 18-22, 1958, with 
the Sheraton hotel as convention head- 
quarters, was extended by Fred J. Flom, 
The Detroit Edison Co., NACM director. 

The closing business session brought 
adoption of the report of the policy and 
resolutions committee (published on page 
37), presented by its chairman, W. LeRoy 
House, assistant treasurer, Allison-Erwin 
Co. of Georgia, a director of National; and 
adoption of the report of the nominations 
committee by Chairman Paul J. Viall. Then 
came the parades and fanfares as band and 
escorts, headed by the grand marshal, led 
the newly elected officers and directors to 
the dais. 

Presentation of a silver set to Mr. and 
Mrs. Stumborg by Mr. Viall, on behalf of 
National, set the stage for the traditional 
joining of hands and singing of “Auld 
Lang Syne.” 


At the Credit Women’s Luncheon and Annual Business Meeting. 
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57 Credit Women’s Groups Pass 2,700 


Mark, Adding 154 Association Members 


XPANSION of every department 

of activities of the Credit 
Women’s Groups of the National 
Association of 
Credit Men in the 
past year, with 
noteworthy addi- 
tions to member- 
ships in National, 
for furtherance of 
the latter’s edu- 
cational _objec- 
tives and in 
direct * participa- 
tion in community interests, was em- 
phasized by Miss Marie Louise 
LaNoue, of the Times-Picayune Pub- 
lishing Company, New Orleans, chair- 
man of the Credit Women’s Executive 
Committee, in her report at the 61st 
Annual Credit Congress, in Miami 
Beach. 

The 57 Credit Women’s Groups 
now have a combined membership 
well over 2,700. The Groups had 40 
members when organized in 1925. 

New Association memberships ob- 
tained by the Groups in the year totaled 
154. To the Dallas Group went the 
NACM annual plaque for the largest 
percentage increase of new member- 
ships in National, based upon its total 
as of May, 1956. The Dallas Group’s 
percentage gain was 141. 

Winner of the Second Place Award, 
by the National Credit Women’s Ex- 
ecutive Committee, was the Sioux City 
Group, with 137.5 per cent Association 
membership increase. 

Vice chairman Mrs. Ellen Ander- 
son, Shields Harper & Co., Oakland, 
despite serious illness, took direct 
part in the membership drive, with 
the cooperation of Miss Antoinette 
Rehrauer, Peerless Confection Com- 
pany, Chicago, immediate past chair- 
man and liaison representative of Na- 
tional’s membership committee. 

The Kanawha Valley Credit 
Women’s Group of Charleston, W. 
Va., 57th Group, was organized in 
the past year, largely through the ef- 
forts of Mrs. Loretta M. Johnston, 
The F. D. Lawrence Electric Com- 
pany, Cincinnati, executive committee 
member, with the cooperation of* 
W. H. Lewis, secretary manager of 
the Charleston association. 

Program stimulation, a new activ- 
ity, was headed by vice chairman 


Miss Kathryn M. Sire, Edgar A. 


MISS LA NOUE 


Brown, Inc., Cleveland. New sugges- 
tions for programs. of educational 
value, brought out in her bulletins, 
were freely applied in the Groups. 

Increased participation of credit 
women in the Credit Management 
Workshops resulted from the bulle- 
tins prepared by vice chairman Mrs. 
Elizabeth Rowland, The M. A. Hanna 
Company, Philadelphia, as well as 
widened interest in attendance at the 
Dartmouth and Stanford Graduate 
Schools of Credit and Financial Man- 
agement, and in the National Institute 
of Credit correspondence courses. 

Mrs. Nancy E. Gould, Western Tool 
and Stamping Company, Des Moines, 
is president of the 1957 class at Stan- 
ford University. , 

Credit Women’s Groups of Canada 
and the United States exchanged op- 
erational ideas through the executive 
committee’s News Letter, edited by 
vice chairman Miss Atley New, Gen- 
eral Electric Supply Company, 
Atlanta. 

More than 50 per cent of the Credit 
Women’s Groups showed substantial 
increase in their membership. Height- 
ened interest also was evidenced in 
Association affairs. 

Reports from secretary managers 
show 95 women serving on the boards 
of local associations, 32 as chairmen 
of local association committees, 234 
as members of committees. 


National’s New 
Official Family =» 


O N the opposite page are shown the new 

executive family of the National As- 
sociation of Credit Men, officers and direc- 
tors for 1957-58. The president and four 
divisional vice presidents are also directors, 
and past presidents Irwin Stumborg, Paul 
J. Viall and C. Herbert Bradshaw are ad- 
visory directors. Asterisk preceding name 
designates newly elected. 

*J. ALLEN WALKER, N.A.C.M. President, 
General Credit Manager, Standard Oil 
Co. of California, San Francisco, Calif. 

*CLARENCE J. SWALEN, Vice President, Cen- 
tral Division, Secretary-Treasurer and 
Director of Pako Corporation, Minnea- 
polis, Minn., and ‘Treasurer and 
Director of Pako Photo, Inc. 

James H. Donovan (reelected), Vice 
President, Eastern Division, Assistant 
Treasurer, Jones and Laughlin Steel 
Corp., Pittsburgh, Pa. 
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*Tep B. Henpricx, Vice President, Soy}, 
ern Division, President, Collins-Diey, 
Morris Co., Oklahoma City, (kla, 

*Exuis C. WHEEier, Vice Presiden. Wey, 
ern Division, Treasurer, The Sa't Lake 
Hardware Co., Salt Lake City, 1 tah, 

Josepn C. Acurr, General Cred: Map. 
ager, Butler Manufacturing Co.. Kanga 
City, Mo. 

Joun Quincy Abams, Vice Pi vsident, 
Treasurer and Assistant Secret: y, Thy 
Bessemer Limestone & Cemeit (o, 
Youngstown, Ohio. 

Tuomas J. Apams, Vice President and 
Credit Manager, Times-Picayune: Py}. 
lishing Co., New Orleans, La. 

Rosert L. ALLEN, General Credii Man. 
ager, D. Ghirardelli Co., San Franciseo, 
Calif. 

Vern S. Ames, General Credit Manager, 
Kimberly-Clark Corp., Neenah, Wis, 
*K. T. Bacon, Assistant Treasurer, Min. 
nesota Mining & Manufacturing Co, 

St. Paul, Minn. 

Puiuie H. DAvenrport, President, Southem 
Equipment & Supply Co., San Diego, 
Calif. 

Wittuam R. Dunn, General Credit Man. 
ager, General Foods Corp., White 
Plains, N.Y. 

*Raymonp C. Erickson, Vice President, 
United States National Bank of Denver, 
Denver, Colo. 

*Miss Loretta M. FiscHer, Secretary. 
Treasurer, George Ziegler Co., Milwau- 
kee, Wis. 

Frep J. FLom, Supervisor-Credit and Ad- 
justment Division, Sales Dept., The 
Detroit Edison Co., Detroit, Mich. 

Letanp T. Hap ey, Assistant Secretary, 
Goodman Manufacturing Co., Chicago, 
Til. 

W. LeRoy House, Assistant Treasurer, 
Allison-Erwin Co. of Georgia, Atlanta, 
Ga. 

*Rosert L. Howarp, Vice President-Con- 
troller, Logan Co., Louisville, Ky. 

Ricwarp C. Hunt, Credit Manager, F. S. 
Harmon Mfg. Co., Tacoma, Wash. 

Lyste H. Koocie, President, Triangle 
Electric Supply Corp., El Paso, Tex. 

CuHarRLEs W. Kroener, Credit Manager, 
Southern Indiana Gas & Electric Co., 
Inc., Evansville, Ind. 

Leonarp K. Morse, Credit Manager, 
Bridgeport Brass Co., Bridgeport, Conn. 

*Ratpu H. MuLianeg, Assistant Vice Presi- 
dent, Liberty Mutual Insurance Co., 
Boston, Mass. 

*STaNnLEY F. Norman, Credit Manager for 
the Norfolk Division, The Texas Co., 
Norfolk, Va. 

*E. C. Paxton, Credit Manager, : Dallas 
Power & Light Co., Dallas, Texas. 

Raymonp A. Pear, Credit Manager. The 
Pfaudler Co., Rochester, N.Y. 

Harry C. Prost, Divisional Credit Vian- 
ager, Simmons Co., Elizabeth, N |. 
Stepuen F. Sayer, Vice Presiden:. The 
First Pennsylvania Banking & (rust 

Co., Philadelphia, Pa. 

Gupert W. Sires, Credit Manage: The 
Times-Mirror Co., Los Angeles, C.if. 
*L. F. Sutiivan, General Credit Manager, 
Des Moines Register and Tribun: and 
Cowles Broadcasting Co., Des M :ines, 

Towa. 

*Eucene W. Watratu, Credit Manager, 

John Deere Plow Co., Syracuse, N.). 





; 


A.C. M. Officers and Directors 


Named at Miami Beach Congress 


T. B. HENDRICK 
Vv. P. Southern Div. 


“J. H. DONOVAN 
V. P. Eastern Div. 


C. H. BRADSHAW 


IRWIN STUMBORG 
Past President 


Immediate Past Pres. 


P. J. VIALL 
Past President 


J. C. ACUFF J. @. ADAMS T. J. ADAMS 


W. R. DUNN R. C, ERICKSON 


VE A 
Cc. J. SWALEN 


Vv. P. Central Div. 


S. J. HAIDER 
Vice Pres. 


L, K. MORSE 


5. F, SAYER 


E. C. WHEELER 
Vv. P. Western Div. 


H. H. HEIMANN 
Executive V. P. 


MISS R. E. HOCTOR 
Treasurer 


P. J. GRAY 
Secretary 


VERN S. AMES K, T. BACON 


3 


W. L. HOUSE 


R. H. MULLANE 


S. F. NORMAN 


G, W, SITES be F, SULLIVAN 


E. B. MORAN 
Vice Pres. 


MRS. WOODRUFF 
Asst. Treas. 


; 


P. H. DAVENPORT 


R. L. HOWARD 


E. C. PAXTON 


E. W, WALRATH 





By IRWIN STUMBORG 
Assistant Treasurer 


Baldwin Piano Company 
Cincinnati, Ohio 


Finances 


Our financial report shows a solvent and 
strong position with a balanced budget and 
the best ratio of net worth in the Associa- 
tion’s history. In a consolidated balance 
sheet of both National and affiliated local 
associations we may boast of a net worth 
of close to two million dollars. This favor- 
able condition reflects capable and careful 
management. : 


Legislation 

We find ourselves at the half-way point 
of the 85th Congress. Still before the 
House is the Reece Bill to limit tax 
priorities and put all tax claims before the 


+. year preceding bankruptcy on an equal 


basis with general creditors’ claims. The 
bill to speed up arraignment proceedings 
and permit postpetition filing of plans 
has passed the House and pends in the 
Senate. Soon to be introduced is a much 
needed amendment to the Criminal Code 
to tighten the law on concealed assets. 

We have supported the Hoover Commis- 
sion recommendations for Government econ- 
omy. We have continued to press for more 
equitable tax legislation and have opposed 
postal rate increases. Early in the year we 
appeared at House hearings and went fully 
on record with Congress as to our position 
on par clearance, thereby paving the way 
for a possible National Par Clearance Bill 
next session. 

In seyeral states our members fought 
hard for par clearance, and a number of 
organized efforts to restrict credit activities 
in the collection field have been beaten 
down by our members. Our state commit- 
tees have continued to work diligently for 
improvements in their conditional sales 
laws, bulk sales laws, bad check laws, 
bonding and lien laws. 

We are now in the midst of a bankruptcy 
practices survey on which to base later 
recommendations for greater uniformity in 
jurisdictional rules and procedures. 


Education and Research 


The Credit Research Foundation, respon- 
sible for the research and professional de- 
velopment activities of the National, has 
continued to make important contributions 
to the future of business, credit and its 
management. 

In Education: 

—The National Institute of Credit con- 
tinues to serve well; 

—The Graduate Schools are receiving 
greater maqngeition as one of the finest ex- 
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Record Year: President Stumborsg 








EPORTING for the past 
year of the National As- 
sociation of Credit Men “the 
largest membership gain in ten 
years, a total gain of 1,109, 
bringing the national member- 
ship to a new all-time high of 
35,711,” President Irwin Stum- 
borg told the 61st Annual Credit 
Congress, at Miami Beach: 
“My observations, in my per- 
sonal calls on many local asso- 
ciations and attendance at practi- 
cally all district or state confer- 
ences, show gratifying progress 
in every division and depart- 
ment, both in local and national 
office operations.” 





ecutive development activities in the na- 
tion; and 

—The Credit Management Workshops 
are developing some excellent new think- 
ing in areas of importance to credit and 
financial management. 

The first Business Credit Conference for 
educators, held in March in California, was 
thoroughly successful and it appears that 
the Graduate School Alumni Conference 
will be equally so. 

In addition to these activities the Founda- 
tion is producing research projects which 
are adding significantly to the literature 
of the field. The Foundation has made 
sound and promising progress to your bene- 


fit. 


Credit Interchange 


The Credit Interchange Bureau System 
of the National Association continues to 
grow in membership and service to its 
members. The System today has 57 affiliated 
Credit Interchange Bureaus. Their com- 
bined membership at present is 11,925. It 
is expected several additional Credit Inter- 
change Bureaus will be added within the 
next six months. 

During the past year more Reports were 
requested by members than at any time in 
its history. This clearly demonstrates the 
need for information on the paying habits 
of customers. It is anticipated this trend in 
increased use of the service will continue, 
considering the tight money situation we 
confront at present. 

Your Credit Interchange System is con- 
stantly on the alert to provide more com- 
plete information more promptly. My com- 
ments on the Credit Interchange System 
can be summed up in a very few words. 
They are: It’s yours—you own it. It is up to 


you to make it the best credit reporting — 


service available anywhere. 


Industry Groups 


Industry Credit Groups operate !ocally, 
by district and nationally. Over 60 per cen 
of our members actively participate in one 
or more of these Groups, as a supplement 
to Credit Interchange service. New Credit 
Groups are continually being developed, 
Presently over 1,200 groups are serving 
members. No credit facilities better serye 
and benefit members than the personal cop. 
tact and the mutual exchange of con. 
fidences afforded by Groups in analyzing 
perplexing credit problems. 


Foreign Service 


Our Foreign Credit Interchange Bureay 
has completed another year of fine service 
to those Association members who are en. 
gaged in international trade. Membership 
has been well maintained and all depan- 
ments of the Bureau have functioned ef- 
ficiently throughout this year. The Bureau 
and the Foreign Department are opening 
a campaign in the Caribbean area to foster 
the organization of credit associations in 


Mexico and the six republics of Central 
America. 


Collection Service 


With a continuing increase of collection 
volume handled by the 60 approved Bureaus 
throughout the country, including Hawaii 
and presently being developed at Havana, 
your Association is daily assisting members 
in expediting conversion of delinquent re- 
ceivables to available working capital. 


Adjustment Service 


More than 1,000 distressed or insolvent 
businesses have been administered by our 
chain of approved Adjustment Bureaus. 
Many businesses in financial trouble have 
been put back into solvent condition to 
preserve profitable sources of distribution 
for our members. Where liquidation has 
been necessary, cases have been handled 
with dispatch, economy and _ increased 
dividends to creditors. 


Fraud Prevention 


The Fraud Prevention Department con- 
tinues its effective work in protecting credi- 
tors from being victimized. Thirteen of our 
local credit associations in leading com- 
mercial centers now have fully organized 
Fraud Prevention Committees and more 
are in prospect. 


Women’s Groups 


Women’s Groups now operate in 57 local 
associations, with membership of over 2.700. 
A marked increase in the number of wo- 
men serving on local boards of directors 
and committees is observed. Member: of 
these groups contribute substantially to the 
strength of our Association and are ‘ec- 

(Concluded on page 38) 





















Summarizing the Resolutions 
Adopted by the 61st annual 
Credit Congress of the National 
Association of Credit Men, in 
Miami Beach May 12 to 16 


l WueErEAS, protection of credit from the 
malignancy of inflation is imperative, 
and the Federal Budget as submitted to 
Congress is highly inflationary, and the ex- 
cessively high cost of government contrib- 
utes directly to the burdensome taxes; and 
whereas unwarranted government spending 
prevents material lowering of the Public 
Debt, and Federal economy and judicious 


taxation are conducive to sound credit and . 


financial growth, 

Bg IT RESOLVED, that the National Associa- 
tion of Credit Men, in convention assembled 
in Miami Beach, Florida, on May 16, 1957, 
and its membership individually urge upon 
the President of the United States and the 
members of both houses of Congress a sub- 


cies, The Advertising Council, and The 
National Association of Retail Credit Bu- 
reaus to urge them to use their influence 
to promote the advertising of the product 
rather than its credit terms of sale, in the 
interest of both sound advertising and 
sound credit principles. 


6 Existing inequities deny to suppliers 

of materials the means of determining 
the existence or extent of outstanding tax 
liens, which take priority over material- 
men’s and mechanics’ liens. Therefore this 
Convention recommends amendment of the 
present Federal tax law to require the 
Federal Government to file notice of a 
tax lien before such tax lien would be valid 
against materialmen’s and mechanics’ liens. 


qT The Credit Congress urges adoption of 
Federal legislation now pending to 
provide that such commercially competitive 


so much to this Convention’s achievements. 
We shall long recall our delightful stay in 
Miami Beach the beautiful. 


We especially thank the following: 

(1) J. W. Crawford, general chairman of 
the Convention Committees; H. L. Lawson, 
president, South Florida Unit, National 
Association of Credit Men; vice general 
chairmen W. G. Coffeen, H. L. Lawson and 
A. A. Renuart, Jr.; Chairman D. C. Terrell 
of the Industry Meetings; V. W. Wright, 
secretary-treasurer of the South Florida 
Unit and secretary to the Convention Ex- 
ecutive Committee; Chairman Mrs. Flor- 
ence S. Wootton and co-chairman Blanche 
M. Scanlon and the members of the Credit 
Women’s Committee; 

(2) Co-Chairmen Mrs. Lawson and Mrs. 
Renuart, Junior, and members of the 
hostess committee; 


(3) The Robert Morris Associates, for 


Resolutions Adopted for 1957-58 


stantial reduction of Government spending 
and in the Federal Budget, to make possible 
a lowering of the Public Debt and taxation 
to levels consistent with national security 
and a sound domestic economy, and 

BE IT FURTHER RESOLVED that they be urged 
to adopt promptly all pending recommenda- 
tions of the Hoover Commission which in 
the aggregate, according to authoritative 
estimate, would make possible Federal 
Government savings up to Five Billions of 
Dollars annually. 


That the Congress be urged to enact 

pending legislation that would place 
the Federal Government on an annual ac- 
crued expenditure basis in accordance with 
generally accepted accounting practice in 
successful business. 


3 That the National Bankruptcy Act be 

amended so as to provide that all taxes 
which become legally due and owing prior 
to one year before the institution of bank- 
Tuptey proceedings, be accorded no more 
than equal treatment with the claims of 
general creditors, and that such tax claims 
be discharged when the bankrupt is dis- 
charged. 


To forestall the filing of hastily con- 

trived and misleading Plans of Ar- 
Tangement under Chapter Eleven of the 
National Bankruptcy Act, prompt enact- 
ment be made of pending legislation au- 
thorizing the filing of a Chapter Eleven 
Petition under the Act before submission 
of the required Plan of Arrangement. 


That this Association contact The As- 
sociation of National Advertisers, The 
American Association of Advertising Agen- 


organizations as are now tax-exempt or are 
receiving preferential tax treatment shall 
be taxed to the extent that they bear a 
share of taxes equal to that of fully-taxed 
businesses with which they compete. 


8 This Association reaffirms its position 
that the clearance of checks be made 
at par by all banks in all sections of the 
country and that the membership continue 
its work to speed the day when par clear- 
ance will become a reality in every state. 


To the loved ones of the many mem- 

bers of the Association who have 
passed on since our last previous Credit 
Congress, we bespeak our tribute for the 
high moral and ethical principles which 
they manifested in all their business en- 
deavors. 


10 In recognition of his many years of 

faithful, accurate and complete re- 
porting of the proceedings of the Credit 
Congresses, the National Association of 
Credit Men expresses its warm appreciation 
and thanks to Mr. John F. Stack and to the 
always cooperating newspaper he rep- 
resents, The Daily News Record. 


1 1 Our hearty thanks to each member 
of the many committees whose tire- 
less and generous services have contributed 


eran ae eer nanetnenesennrneanaeeeeeierat 


The Old Timer remem- 
bers when Unele Sam could 
live within his income and 
without ours. 

—Anonymous 


EN 


their important part in a most successful 
Convention; 

(4) The hotels of Miami Beach; 

(5) The newspapers of Greater Miami— 
the Herald, the News, and the Sun; the 
Associated Press, United Press, and Inter- 
national News Service; the Wall Street 
Journal, the Journal of Commerce, and 
others. 


W. LeRoy House, Chairman 
Allison-Erwin Company 
Atlanta, Georgia 

Vice Chairman Charles W. Kroener, South- 
ern Indiana Gas and Electric Co., Inc., 
Evansville; members Thomas J. Adams, 
Times-Picayune Publishing Co., New Or- 
leans; Miss Rosa Basler, F. D. Lawrence 
Electric Co., Cincinnati; Paul W. Cutshall, 
South-Western Publishing Co., Cincinnati; 
Lysle H. Koogle, Triangle Electric Supply 
Corp., El Paso. Secretary E. A. Rovelstad, 
NACM, New York. 


Unions and Inflation 


CuHarcinc that “the vast power of 
industrywide labor unions in com- 
pelling annual increases in employ- 
ment costs beyond increases in pro- 
ductivity is automatically compelling 
inflation,” the United States Steel 
Corporation warns of a danger that 
inflation will become a “permanent 
feature of American life.” Says U. S. 
Steel: The corporation’s cost per 
employee-hour in 1956 was three 
and a half times that of 1940; steel 
prices were less than two and a half 
times the 1940 level. 
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STEW ARDSHIP. President Irwin Stumborg on the opening day of the Credit Congress reports a record growth of membership, 
Front row (1 to r) J. Allen Walker, Standard Oil Company of California, his 1957-58 successor in office; Henry H. Heimann, 
NACM executive vice president; and J. W. Crawford, Railey-Milam, Inc., Miami, general convention chairman. 


STUMBORG’S REPORT 
(Concluded from page 36) 


ognized leaders in professional women’s or- 
ganizations in the pursuit of extremely 
worthwhile educational and social objec- 
tives, 


Washington Service 

The Washington Service is not as active 
as during the war or immediate post war 
period, but shows a growing number of in- 
quiries resulting from Federal construction 
programs and continues to offer members 
distinct assistance in their relationship and 
necessary contacts with various govern- 
mental agencies, bureaus and departments. 


Publicatian Sales 


Publication sales have increased sub- 
stantially. The Credit Manual of Commer- 
cial Laws, which I like to refer to as the 
Credit Executive’s Bible, has for two con- 
secutive years, 1956 and 1957, been sold out 
within three months of publication. 

Our Standard Credit Department Forms 
are more than ever in demand and, where 
used, materially increase response and de- 
partmental efficiency. Some of the forms 
have this year been revised and modernized. 


Henry Heimann’s Monthly Letier 

The Executive Manager’s Monthly Busi- 
ness Review presently averages 44,000 
copies per month and continues to be wide- 
ly quoted in the daily press, furnishing one 
of our best means of public relations. 


Credit and 
Financial Management 

Growing use of articles from National’s 
monthly magazine as source material for 
panel discussions at local association meet- 
ings attests both the practicable values of 
the contents and the increasing coopera- 
tion of members in their contributions to 
the symposiums and debates-in-print. Total 
advertising for the first five months this 
year showed a gratifying increase of more 
than 22 per cent over the same period of 
1956. The daily mail continues to attest 
that this publication is being accepted as 


a leading medium for authoritative discus- 
sions of modern credit and financial de- 
partment contro] and operations. 


New Activities 

New activities established during the 
year include a stepped-up program of pub- 
lic relations. A definite blue print of in- 
creased releases is beginning to show re- 
sults, with better than a 15 per cent 
improvement in press notices, as well as 
articles aimed at the advancement and ap- 
preciation of the credit executive’s place in 
commerce. 


Construction Methods Committee 


The Construction Methods Committee has 
thoroughly surveyed various abuses pre- 
valent in the industry and, while the work 
has not yet been completed, substantial 
headway has been made toward defining 
sound practices, particularly in the matter 
of retained withholdings. I hope this com- 
mittee will be continued and that the pro- 
gram, now well underway, can be brought 
to a successful conclusion next year. 


aR pa 


HANDS ACROSS THE SEA. Jose Mola 
Morilla (center) president of the Cuban 
Credit Association (Asociacion de Pro- 
fesionales de Credito de Cuba), with 
headquarters in Havana, is assistant man- 
ager of the industrial division of BAN- 
FAIC. With him are (right) Irwin Stum- 
borg, NACM president, and H. L. 
Lawson, Bailey's Lumber Yards, Inc., 
Miami, president, South Florida Unit, 
NACM. 


38 CREDIT AND FINANCIAL MANAGEMENT, July, 1957 


Conclusion 

Management of your Association is today 
at its best, both locally and nationally. Ip. 
creased effectiveness and greater efficiency 
have resulted in qualifying it to render the 
best service and increased credit protection 
to our membership. 

We are now about to enter our 62nd 
year of Association life. Never before were 
we better organized or qualified to serve 
commerce and industry in the judicious and 
effective administration of credit. 

It has been the determined objective of 
your National board of directors and your 
management to keep your Association 
strong and growing, so that the credit and 
financial departments may attain their 
rightful recognition for the part they play 
in the profitable conduct of the nation’s 
business. 

Were I to attempt to name the many men 
and women throughout the country who 
have so generously and unselfishly con- 
tributed to the progress of this year’s pro- 
gram this report would be endless. So, to 
all of you, our sincere thanks and my hum- 
ble appeal that you will give my successor 
the same measure of support you have given 
me. 

Mrs, Stumborg joins me in this acknowl- 
edgment of your help and the congenial 
and friendly manner in which we have 
been received in our visits to your home 
cities. 


Gross National Product 


EXCEEDING record 1955 by almost 
$22 billions (544 per. cent), the 
gross national product (total of 
goods and services produced) rose 
to $412.4 billions in 1956, half the 
increase represented by higher prices, 
says the Department of Comme:ce. 
Declines in auto production and res- 
idential construction were outwei: led 
by expansion in most other markets. 
Employee compensation jumped $16 
billions to a $239 billion total. 

By the final quarter the upswing 
was at an annual rate of {'24 
billions. 





Holzman Elected Chairman of 
NACM’s Secretarial Council 


Lawrence Holzman, executive sec- 
retary-manager of the San Diego 
Wholesale Credit Men’s Association, 

~— is the new chair- 
man of the Secre- 
tarial Council, 
National Associa- 
tion of Credit 
Men, elected at 
the secretary- 
managers confer- 
ence at Nassau. 
Serving as di- 

LARRY WROEEAMANS visional vice 
chairmen for 1957-58 are: 

Central division, Ralph Johns, sec- 
retary-executive manager, Indian- 
apolis Association of Credit Men; 
Eastern, Henry Farrell, executive 
secretary-manager, Rhode Island As- 
sociation of Credit Men (Provi- 
dence); Southern, Royal Neese, 
secretary-treasurer, National Associa- 
tion of Credit Men, Inc. (Cherokee 
Unit), Chattanooga; Western, Earl 
Porter, secretary-treasurer and man- 
ager, Seattle Association of Credit 


Men. 


Gray Is on Tour to Organize 
Central America Credit Units 


Formation of urgently needed 
credit organizations in the Caribbean 
and Central American countries is the 
aim of an extensive pioneering jour- 
ney now being made by Philip J. 
Gray, director of the foreign depart- 
ment of the National Association of 
Credit Men and Association secre- 
tary. The project went into action im- 
mediately after the close of the 61st 
annual convention at Miami Beach. 

After a stop in Havana, Cuba, 
where an affiliated association already 
is functioning, Mr. Gray’s itinerary 
called for spadework in Nassau, 
Haiti, the Dominican Republic, 
Puerto Rico, Venezuela, Colombia, 
Panama and the capitals of the five 
other nations of Central America. 

The main objective is to win over 
groups and individuals in each coun- 
try to decisions to organize member- 
owned, member-controlled, non-profit 
credit associations similar to the 145 
local units that already make up the 
mem}ership of NACM. 

“Such organizations are urgently 
needed in most of our overseas mar- 
kets,” said Henry H. Heimann, execu- 
tive vice president, “to help local 
banking, manufacturing and whole- 


saling interests to administer their 
credit operations more efficiently and 
to utilize manufacturing and whole- 
saling credit to the utmost advan- 
tage.” 

Camilo Rodriguez, executive vice 
president, Davol Rubber Company, 
Providence, R.1., former NACM vice 
president, accompanied Mr. Gray on 
part of the tour and participated in 
discussions with the local groups. 


Management Is a Trustee in 


Shifting Market: J. S. Coleman 


From “the cracker barrel age to 
the supermarket,” the American econ- 


omy is constantly changing, as are its 


relationships, in- 
ternal as well as 
external. “The 
corporation has 
become, in a real 
sense, a collective 
enterprise’ in 
which society as 
a whole has an 
important inter- 
est.” Noting that 
“as a consequence Management finds 
itself in a position somewhat of a 
trustee, required to weigh the effects 
of its decisions on many groups: em- 
ployees, stockholders, the community, 
and the public at large,” John S. 
Coleman, president of Burroughs Cor- 
poration, Detroit, calls on Manage- 
ment to exercise true leadership for 
progress, 

“Increasingly the emphasis in ex- 
ecutive authority is: power with, 
rather than power over, people,” 
notes Mr. Coleman. Progress depends 
on wider agreement among all parties 
concerned on what we are trying to 
do. “Labor leaders will be foolish if 
they fail to accept and do their part 
in securing understanding of the 
technical requirements for the growth 
of our economic institutions.” 

The Burroughs executive, who re- 
cently completed a year’s service as 
president of the Chamber of Com- 
merce of the United States, urges 
Management to shed the platitudes 
and generalities which “have done 
yeoman service in the past but are 
inadequate to the complicated real- 
ities of the present. 

“What we have today is beyond 
socialism and capitalism. It is a new 
society.” Not only “two cars in every 
garage and freezers full of steaks,” 
but the “American system’s contri- 
bution to human happiness must be 
emphasized,” says Mr. Coleman. 


J. S. COLEMAN 


Milo Hetferlin Heads Alumni 
Of NACM’s Graduate Schools 


Milo A. Hefferlin, manager, inter- 
national banking department, Bank of 
America NT & SA, Los Angeles, was 
elected president 
of the Alumni 
Association of 
the Graduate 
School of Credit 
and Financial 
Management of 
NACM’s_ Credit 
Research Foun- 
dation, Inc., at 
the 6lst Credit 
Congress in Miami Beach. 

Vice president is James W. Mar- 
steller (’49)*, credit manager, The 
deVilbiss Company, Toledo. Named 
treasurer is J. C. Wiesner (Stanford 
05), credit manager, California 
Packing Corporation, San Francisco. 
Paul J. Hanna (Dartmouth °56), vice 
president, Hanover Bank, New York, 
is alumni secretary. 

Three new board members elected 
are: C. Houghton Birdsall, Jr. (Dart- 
mouth 55), assistant secretary, 
Chemical Corn Exchange Bank, New 
York; Jesse S. Neff (Dartmouth *52), 
assistant general credit manager, Gulf 
Oil Corporation, Pittsburgh; and H. 
C. Cogan( Dartmouth 52), treasurer, 
The Parker Appliance Company, 
Cleveland. 


M. A. HEFFERLIN 


*The Graduate School at that time was conducted 
at the University of Wisconsin. 


Out-Screaming 


UNLEss retailers tighten their poli- 
cies on retail credit they face the 
threat of Government control, Richard 
H. Rich, president of the National 
Retail Dry Goods Association, and 
president of Rich’s, Inc., of Atlanta, 
warned at a meeting of the associa- 
tion’s board of directors. 

“We should be in the business of 
selling our goods and services and 
not in the business of out-screaming 
each other with more and more lib- 
eral credit,”” Mr. Rich declared. “We 
must cut mark-up and find other 
ways of covering wage increases. Un- 
less we do this we will never stop 
the inflationary trend.” He called 
no-down-payment sales “unhealthy” 
and suggested a two-year maximum 
limit on repayments. - 

Mr. Rich predicted 3 per cent in- 
crease over 1956 in store sales for 
the nation this year. 
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BEGUN ON PAGE 9 


J. F. WELSH 


to the company, their effectiveness in working with the 
policies of other departments, are nothing but a yardstick 
by which the credit manager and his staff are measured. 
Show me a credit manager who 


1. has the ability to delegate responsibility, 
2. has a working knowledge of the operations of his en- 
tire company, 
has the ability to analyze and evaluate, 
has proper judgment regarding people, 
willingly cooperates with other departments, 
makes decisions, 


and I'll show you a credit department whose policies are 
accepted, and I'll go further and say “welcomed”, by top 
management. The responsibility for the acceptance of 
credit department policies lies solely in the hands of the 
credit executive, not with top management. 

In a little country town, an old man had got the 
reputation of being a sage with much wisdom and under- 
standing. Two boys decided to test him out. They would 
catch a small bird, and one of them would cup it in his 
hands. The old man would be asked the question, “Is it 
alive or is it dead?” If he said “dead”, the hands would 
be opened and the bird permitted to fly away. If he said 
- “alive”, the hands would crush the bird. 

The plan proceeded accordingly, and the old man was 
asked, “Is the bird alive or dead?” He looked at them, 
saw the trickery involved, and replied, “Whatever you 
will have it be, it will be.” 


P. H. POWERS BEGUN ON PAGE 8 


The credit department can be likened unto the gov- 
ernor on an engine, a safety valve on a boiler. It’s there 
for a purpose, safety in controlling the risks which are 
always prevalent in any line of endeavor, and as a check 
against an over-zealous sales department, whose prime 
effort is to build up an ever increasing amount of dollar 
sales and at times without due regard to their safety, col- 
lectibility or risk involved. This is particularly true in the 
case where the salesman’s remuneration is strictly com- 
mission. 

It should be the aim of every credit department, be it 
large or small, to create a strong feeling of cooperation 
between the members of the sales and credit departments. 
Everything is to be gained by such a procedure. 


KNOX BEGUN ON PAGE 12 


other customers who have had fi- 


The sales department’s major effort is out in ihe field 
soliciting orders for your product. In our industry, 
especially since the last world war, distribution has bee, 
accomplished mainly through distributors and chain 
stores. The selection of a distributor is a most importan 
function. It is not one that can be made with snap judg. 
ment, especially in the frozen food industry, and |efore 
the dealer or distributor is accepted or rejected, the sales. 
man can be of inestimable value in gathering much jp. 
formation regarding the character, ability and fin:ncial 
responsibility of the prospect. 


The credit department should preserve independence of 
judgment, However, this independence should be exercised 
sensibly. The credit department should not insist that the 
concern is a good or bad risk until an exhaustive search of 
all the information submitted by the sales departmeni and 
other sources is made and studied, and then the sales de. 
partment should be advised of either the acceptance or 
rejection of the risk. Often a margin risk of today develops 
into a profitable account tomorrow. 


The credit department should always be ready to 
make a personal call or visit if the information submitted 
does not fully satisfy the requirements. I do not believe 
the credit executive of today can operate by remote con- 
trol. I have found that a personal call is generally wel. 
comed by both the old and the prospective dealer or 
distributor, and there is a great deal of satisfaction to be 
gained by having a personal knowledge of the principals 
with whom you are dealing and to know their places of 
business. My observation has been that it enables you 
to size up and judge their personal character and business 
ability. It gives you an opportunity to obtain information 
regarding their past associations and accomplishments 
and, furthermore, you are able to evaluate their oppor- 
tunities in their respective locations. Doing this either 
with or independent of the sales department brings about 
a much closer contact and relationship with distributors 
and customers, and creates goodwill. 

The psychology of a good credit executive is usually 
quite different from that of a good salesman. Rarely if 
ever can the two functions be well performed by the 
same individual or department. Yet at all times har- 
monious cooperation between the sales and credit de- 
partments is extremely vital to the best interests of the 
company they represent. 

Let’s give credit where credit is due, and, in our rela- 
tionship to sales, a sympathetic but realistic under- 
standing. 


Technological Revolution 


its parts and equipment not paid for. 
The bank foreclosed on the building. 
John was right back where he had 
started 20 years earlier—operating a 
small repair shop in a rented building. 

Today, with our counseling and the 
help of some of the other creditors, 
he is on his way up again, although 
not on as large a scale of operation as 
before. He is able to look us all in the 
face; he continues to buy merchandise 
from us and pay for it, and above all 
he lets us help him in his efforts to 
overcome his difficulties. 


In the case of John, as well as 


nancial difficulty, we feel that we have 
more than a business relationship. 
We believe it is our responsibility to 
counsel with the customer and aid 
him in every way we can to preserve 
his business, not only for our com- 
pany and the other creditors but for 
the customer himself. John, for one, 
is truly thankful. 

Someday he will be back on the 
top of the heap, and I don’t think he 
will forget the things that were done 
for him while he was having his 
troubles. 
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NEW DEMANDS are being placed 
upon the public relations function 
by major technological trends, so 
that “public relations, using new tools 
of science and research, can be a 
significant force in helping our ‘ree 
society to realize its potentialities, 
at home and abroad,” Boston (ni- 
versity’s school of public relations 
and communications was told by John 
J. Duca, executive vice presiden! of 
Gaynor Colman Prentis and Varley, 
Inc. 
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CALENDAR OF EVENTS IMPORTANT TO CREDIT 


SrANFORD, CALIFORNIA 
July 7-20 


Stanford University Session of the 
NACM Graduate School of Credit 


and Financial Management 


¢ 


Hanover, New HAMPSHIRE 


July 31-August 3 

First Alumni Conference of the 
NACM Graduate School of Credit 
and Financial Management, Dart- 
mouth College Campus 


* 


Hanover, NEw HAMPSHIRE 


August 4-17 ie 
Dartmouth College Session of the 
NACM Graduate School of Credit 


and Financial Management. 


¢ 


Cuicaco, ILLINOIS 

September 19-20 

Great Lakes Regional Credit Confer- 
ence, including Illinois, Indiana, 
Michigan and Wisconsin 


¢ 


LincoLn, NEBRASKA 

September 25-27 

Annual Tri-State Credit Conference, 
including Iowa, Nebraska and 


South Dakota 


PERSONNEL MART 


Experienced, Available 
AVAILABLE CrepIT MAN, thoroughly 
experienced in Corporative Credit 
and Collection Management. Imme- 
diately available and willing to relo- 
cate. Write CFM Box #448. 


Opening for Treasury Assistant 
FoR MULTI-COMPANY organization, to 
handle cash budgeting and projec- 
tions, bank relations, and to assist in 
oan negotiations and overseas credit 
and collection operations. Emphasis 
foreign procedures. Location Western 
Pennsylvania. Send personal and pro- 
fessional details, including financial 


requirements, to CFM BOX #449, 


GRAND Forks, Nortu Dakota 

September 27-28 

North Central Credit Conference, in- 
cluding North Dakota, Minnesota 
and Winnipeg 


¢ 


liaRRIMAN, New York 


September 30—October 2 
Credit Management Workshop 


& 


WaAsHINGTON, D.C. 
October 6-9 
43d Annual Fall Conference of Robert 


Morris Associates 
+ 


STE.-ADELE-EN-HAUTE, QUEBEC 
October 6-8 
Credit Management Workshop 


¢ 


SAN FRANcIsco, CALIFORNIA 


October 13-16 
Annual Conference of American 
Petroleum Credit Association. 


é 
SPRINGFIELD, MASSACHUSETTS 
October 16-17 
New England District Credit Confer- 
ence,. covering Connecticut, Maine, 
Massachusetts, New Hampshire, 
Rhode Island and Vermont. 
o 
BurraLo, New York 
October 17-19 
Tri-State Credit Conference. includ- 
ing New York. New Jersey and 
Eastern Pennsylvania 
¢£ 
OmaHa, NEBRASKA 
October 18-20 
Annual Midwest Credit Women’s 
Conference 
£ 
CHATTANOOGA, TENNESSEE 
October 19-22 
Annual Southeastern Credit Confer. 
ence, covering Tennessee, Missis- 
sippi, Alabama, Georgia, Florida. 
South Carolina, North Carolina. 
Louisiana 
£ 
LOUISVILLE, KENTUCKY 
October 24-25 
Ohio Valley Regional Conference, 


covering Ohio, Western Pennsyl- 
vania, West Virginia, Kentucky 
and Eastern Michigan 
@: 
San Dieco, CALIFORNIA 
October 24-26 
Pacific Southwest Credit Conference 
including California, Arizona. 
Utah, Colorado, Nevada 
S 


Kansas City, Missouri 

November 13-15 

Quad-State Annual Credit Confer- 
ence, including Kansas, Missouri. 
Southern and Western Illinois. 


¢ 


OKLAHOMA City, OKLAHOMA 

November 18-20 

Annual Southwest Credit Conference, 
including Oklahoma, Texas, Ari- 
zona, Arkansas. Louisiana and 
New Mexico 


¢ 


VANCOUVER, BRITISH COLUMBIA 

March 13-14, 1958 

Annual Pacific Northwest Confer- 
ence of Credit Executives 





The Credit Research 
Foundation’s newest 
study “Punched Card 
Accounting and_ the 
Credit Department” — 
a concise, illustrated 
booklet on a subject of 
current importance, rep- 
resenting over a year of 
thorough __ investigation. 


ORDER YOUR 
COPY TODAY! 


Credit 
Research 
Foundation 


229 Fourth Avenue 
New York 3, New York 








Foundation member prices: Non-member prices: 
$1.00 single copy $1.50 single copy 

.90 2-10 copies 1.35 2-16 copies 

.80 11 or more copies 1.15 11 or more copies 
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BRYCE HARRIS RAY SLATTERY 


P. E. SCHENCK R. J. ROUSE 


E. C. DUNN J. G. FINLEY 
St. Joseph Executive Was 
Apprenticed in Family Dairy 


Basic business training for the 
president of the St. Joseph (Mo.) 
Association of Credit Men, Bryce 
R. Harris, came right at home in 
the Harris Dairy, where he learned 
production and management. Upon 
return from army service he took 
over active management. The family 
retired from the business and in 
1950 he went with American Elec- 
tric Company, St. Joseph. In 1956 
he joined Dannen Mills, Inc., of 
which he is assistant credit manager 
and member of the company man- 
agers’ committee. 


R. Slattery, Denver, Goes to 
Chicago Office in Promotion 


Ray Slattery, formerly credit man- 
ager of Morey Mercantile Division of 
Consolidated Foods Corporation, 
Denver, has been made general credit 
manager at Consolidated’s Chicago 
headquarters office. In his new post 
he is in charge of credit control and 


policy matters relating to Consol- 
idated’s operations. Mr. Slattery 
joined the Morey company in 1920 
and in 1922 he went into the credit 
department. 

At Denver Mr. Slattery was a di- 
rector and vice president of the Rocky 
Mountain Association of Credit Men 
and instructor in commercial credit. 
University of Denver night school. 
In 1954 Mr. Slattery was elected to 
the Colorado House of Representa- 
tives; he was reelected in 1956. 


Vice President, Oakland Co. 
Began Career 37 Years Ago 


Recently honored with election to 
presidency of the Wholesalers Cre- 
dit Association of Oakland, Calif., 
Ralph J. Rouse is vice president, 
office manager and part owner of 
Bay City Iron Works, Oakland, job- 
ber and manufacturer of elevating, 
conveying and power transmission 
machinery. Son Robert is a member 
of the company. For 23 years pre- 
vious Mr. Rouse was with Link Belt 
Company, working in Seattle, Port- 
land, San Francisco and Los An- 
geles. 


Heads Industry, Town Planning 
Groups; Raises Holiday Trees 


“Financial man, salesman, diplo- 
mat, and an independent,” qualities 
of a creditman delineated by P. E. 
Schenck in his article for the NACM 
booklet “Triple Functions of To- 
day’s Credit Management,” are re- 
flected in career achievements. Credit 
manager, eastern division of Con- 
tainer Corporation of America, 
Philadelphia, Mr. Schenck now has 
been named president of The Credit 
Men’s Association of Eastern Penn- 
sylvania. At this year’s Credit Con- 
gress, Miami Beach, he was chair- 
man, Paper Products and Convert- 
ers Industry Group meeting. 


Philadelphia-born son of a clergy- 
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man, graduate of Temple Univer. 
sity (1934), Mr. Schenck attended 
NACM’s credit management work. 
shop at Arden House, 1956. On the 
Bucks County farm where _ the 
Schencks live with their two daugh: 
ters, Christmas trees are grown ag 
an avocation. 


From Salesman to Wholesale 
Grocery Credit Executive 


Ek. C. Dunn, named president of 
the Charleston (W.Va.) Association 
of Credit Men, is a native West 
Virginian, was educated at Green- 
brier Military School and Massey 
College, Richmond. He began his 
career as a salesman for Covington 
Grocery Company, Covington, Va. 
Followed three years’ military sery- 
ice in World War Ii, then to Lewis- 
Hubbard Corporation, wholesale 
grocers of Charleston. From branch 
manager he advanced to assistant 
general manager, and credit mana- 
ger, his present post. 


History, Antique Guns Are 
Dakota Manager’s Interests 


Native of South Dakota, state of 
thrilling fame in western annals 
(remember “Wild Bill” Hickok?), 
James G. Finley of Sioux Falls log- 
ically is a history enthusiast and 
member of his state’s historical so- 
ciety. He also collects‘ antique guns. 
Recently elected president of the Sioux 
Falls Association of Credit Men, Mr. 
Finley is credit manager of Man- 
chester Biscuit Company, division of 
United Biscuit Company of Americ. 

Following graduation from Nei'- 
leton Commercial College, he we! 
into the credit department of Man-. 
chester Biscuit in 1950, advancing 
to credit manager in 1951. In Wor'd 
War II he served in the Australi:- 
New Guinea-Philippines theater wit) 
the 1041st Signal Company. 








